


Get your copy of the Sizzle Book’ 


ABRIDGED POCKET SIZE EDITION OF ELMER WHEELER'S FAMOUS 


“TESTED SENTENCES THAT SELL’ 


A best Seller. Used successfully for 
sales training by hundreds of firms. 


she 


In Addition, you will receive a series of 


“Tested Selling Sentence 





Bulletins /.: Jewelers 
EDITED BY ELMER WHEELER 


whose exclusive services in this field have been retained bv 
international Silver Company . . . The coupon below 
with 25c to cover mailing costs will bring you both the 


“Sizzle Book”’ and the series of bulletins, as they are issued. 


PUT A COPY IN THE HANDS OF EACH SALES PERSON 


1847 ROGERS BROS. 


America’s Finest Silverplate 






1847 ROGERS BROS. DIVISION 


International Silver Co. « Meriden, Conn. 


SY Please send as soon as ready.._......- copies “Sizzle Book” and special Selling 
Sentence Bulletins ...as issued, at 25c each set. Enclosed find........-. cents. 
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FINE RECEPTION YOU GAVE 
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wName of Your Jobber 


It is just three months since we introduced KON-ITE 
Buckles and Keepers as regular equipment on SPLIT- 
PROOF and SPLIT-PROOF TUBULAR Watch Straps. The 
manner in which dealers and public have accepted 
them is amazing, and our factory is running at full 
capacity to keep up with orders. These handsome non- 
metallic corrosion-proof buckles have created a sensation. 
To all who have cooperated in giving KON-ITE its fine 
start we say: “Thank you, and keep up the good work.” 
If you are not among those who are cashing in on 
this popular and profitable item don’t delay any longer. 


FILL IN AND MAIL THIS COUPON AT ONCE! 


A. SAUER & CO., 439 Race St., Cincinnati, Ohio. 


Send me the Watch Straps checked below, equipped with KON-ITE Buckles 
and Keepers to match the leather, and mounted on handsome display cards, 
six to a card. 


SPLIT-PROOF STITCHLESS Style 2FK @ $3.25 per doz. 


doz. Tan [ doz. Natural | |doz. White 


doz. Brown 


SPLIT-PROOF TUBULAR Style 8 @ $6.00 per doz. 


| |doz. Black [ _]acz. Brown doz. Tan [ Jace. Natural | |acz. White 





Signed 





Firm Name 


Address __ 
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Style 2FR 


Here are two of the most popular 
styles of SPLIT-PROOF Watch 
Straps: STITCHLESS Style 2FR 
and the TUBULAR Style 8. Made 
of finest leathers in black, brown, 
tan, natural or white, all with 
KON-ITE Buckles and Keepers 
}Coms aat=t (ol als sat-Meto} lo) mop mlatcmlcr-tialooe 
All Split-Proof and Split-Proof Tubular 
Watch Straps and KON-ITE Buckles 
and Keepers are fully protected 


by patents and patents pending 
Manufactured only by 


A. SAUER & CO. 
MAIN OFFICE AND FACTORY 
439 Race St. 
CINCINNATI, OHIO 


NEW YORK OFFICE 


724 Fifth Ave., N.Y. 
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Elvira Rios, NBC’s 
lovely Mexican 
singing star, wears 
a platinum ring set 
with a 16 -carat 
peridot flanked 
with baguette dia- 
monds, from Dono- 
van G& Seamans 
Co., Inc., Los An- 
geles, and, in her 
hair, a platinum 
clip containing a 
cushion-shaped 26- 
carat peridot from 
the collection of 
Koke, Slaudt & 
Co., Los Angeles. 


THE AUGUST ALTERNATE 





Bighrory peridot, poetically called evening emerald, has been prized as a gem since about 
1500 B.C., and from that day to this its principal source has been the Island of Zebirget in the 
Red Sea. The more yellowish peridots were the "topaz" of the Romans, who wore them set in 
gold "to dispel the vague terrors of the night,’ or pierced and strung on the left arm for protection 
against enchantment and melancholy. Legend says that in ancient times the Egyptian kings posted 
guards on the island who slew unauthorized persons who sought to land. The mines there have been 
shut down since 1914, and most of our finer peridots have been recut from material one or more 
centuries old. Though peridot is softer than quartz, it has many adaptations in modern jewelry and 
the growing demand threatens to exceed the supply. Peridot is also called chrysolite and olivine. 
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The United States Bullion 


Depository, completed last month at 
West Point, in the shape of a big 
white box, 252 ft. long, 166 ft. wide 
and 22 ft. high, will house some 70,- 
000 tons of silver, which formerly 
was stored principally in San Fran- 
cisco, Denver and Philadelphia. Now 
just to get some idea of how much 
silver is represented in 70,000 tons, 
be it remembered that there are 29,- 
166 troy ounces to a ton, so that 
Uncle Sam’s silver hoard represents 
more than two billion troy ounces. 
(The silverware industry of the 
United States and Canada last year is 
assumed to have used about seven and 
a half million ounces.) The bullion 
is in the form of 1000-ounce bars, 
weighing 70 pounds apiece and mea- 
suring about ten inches long, four 
and a half inches wide and four inches 
high. Laid end to end, as the statis- 
ticians say, these bricks would extend 
for about 315 miles—longer than the 
distance between New Haven, Conn., 
and Washington, D. C. What a lot 
of silver polish the Government 
would need to use to keep these bars 
shining, if they were sunk in the cen- 
ter of the highway, instead of the 
strip of white paint! 


© © 


A recent hunt by a 


Nashville newspaper feature-writer 
for “twin brothers in business” dis- 
covered Hudgens Bros., jewelers, of 
Sparta, Tenn. Born and reared on 
a farm, Monroe and Mark Hudgens 
are 59 years old, and have been in 
the jewelry and repair business in 
Sparta for 15 years, after learning to 
repair watches while still on the farm. 
Originally they followed their trade 
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French silversmith and enchaser’s workshop, late 16th Century—At the time 
of our picture, the silversmith’s art flourished, making beautful and decorative 
each silver piece it touched. The acme of ornamental art in silverware was—and 
still is—produced by chasing. The art of chasing results in figures and ornamental 
patterns on metallic surfaces, either raised or indented by means of steel tools or 
punches. Chasing goes back to the fourth Century B.C. when Sirus, the great 
metal craftsman of that age, left masterful works of chased bronze for the wonder 
and appreciation of later generations. There are two styles of chasing—flat and 


repoussé, 


Flat chasing is performed from the front or outside surface, while in 


repoussé—where the ornamentation requires higher relief than the thickness of 
the metal—the metal must be pushed up from the inside in the design heights 

Our 18th Century workshop of the ciseleur (chaser), reveals a fine degree of 
craft and division of labor. Figure 1 is cutting metal, preparing the rough form 
At his right, the chaser is crisply producing a pattern on the bell-guard of an 
epeé. Figures 3 and 4 perform delicate inlay work, spreading gold leaf over the 
raised or indented figures. Figure 5 is the apprentice who had to guard the ever- 
needed fire. Figures 6 and 7 polish the silverware and make finishing touches 
The silversmith of that day toiled and created works of art even for things that 
today we consider commonplace. He turned his rare art to such objects as the 
lock of a gun and the hilt of a sword, besides candlesticks, mirror frames and the 
powder box of madam. Even buttons were designed and engraved by the silver- 


smiths to be worn by the nobility! 


on rainy days when farm work was 
impossible. Gradually they found 
plenty of repair work to do in Sparta 
and have built up a good business. 
Though twins, Monroe is of smaller 
build than Mark and they are easily 
distinguished from each other. Per- 
haps other twins are to be found in 
the jewelry industry. Let’s hear about 
them. 


o 
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i wonder if Aesop 
when he wrote the famous fable of 
the ‘Boy Who Cried Wolf’ was di- 
recting his remarks to those who ad- 
vertise,”’ speculated William Fellows 
Morgan, Jr., Commissioner of the 
Department of Markets, New York 
City, speaking at a luncheon of the 
New York Better Business Bureau. 
“Tt is surprising to me that not all 
business men can see the economics of 
truthfulness,” he said. “If a man bears 
a reputation for always telling the 
truth, even when by so doing it may 
work against him, he will be believed 
when he wants to get a message across 
to increase his sales. I can visualize 
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a time when a_ business concern’s 
standing will not be measured, as it 
is today, with the yardstick of finan- 
cial responsibility only. 
“Unfortunately, the errors com- 
mitted by a minority in some trades 
and industries have served to keep 
alive the reasons for the unwarranted 
condemnation of business generally. 
There is a parasitic fringe attached to 
almost every trade and industry which 
even the honest majority in that field 
cannot control by itself. This minor- 
ity trades on the trustfulness built up 
in the public mind by the majority. 
Therefore, Government and business 
must join hands if full-fledged fair 
trade work is to be done and if the 
public and its confidence are to be 
truly protected. If you want less 
Government in business, show the 
public that competition can be clean.” 


© © 
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i Dwine this year 
the last of the die-hard, cut-throat 
watch repair shops closed and left 
Memphis,” says C. W. Marbury, 
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president of the Memphis, Tenn., 
Guild of the Tennessee Watchmak- 
ers and Jewelers Association. “The 
Guild now feels that it has accom- 
plished the purpose for which it was 
organized, that of eliminating the 
evil system of cut-throat watch re- 
pairing.” ‘The Memphis Guild was 
host to the Tennessee W. & J. Asso- 
ciation at its annual convention. 


© © 
One of the safest places 


in New York for storage of merchan- 
dise will be available to many precious 
stone dealers and wholesale jewelers 
when the underground vault is com- 
pleted in the new Associated Press 
building which is being reared at 
Rockefeller Center. The vault will 
be buttressed with walls of reinforced 
concrete 18 inches thick. One of the 
principal reasons for the uptown trend 
of the jewelry trade, whereby the 
Rockefeller Center area has become 
the heart of the metropolitan jewelry 
trade instead of the Maiden Lane 
district, is the fact that the Center, by 
action of Congress, was established as 
a free port of entry. Merchandise im- 
ported by tenants may be kept in the 
Center for two years and exhibited 
duty-free. If sold, the duty must be 
paid at once. The importance of this 
feature is enhanced by the prospect of 
the World Fair, which will result in 
the shipments of merchandise in fabu- 
lous amounts to this great city within 
a city. 


© © 
The slang word “borax,” 


which is applied derogatively to un- 
fair retailing practices that take ad- 
vantage of a customer, dates back 
more than a hundred years and half 
way around the world, according to 
Dr. F. H. Vizetelly, the lexicograph- 
er. “ ‘Borax’ is derived from ‘borak,’ 
an aboriginal word of New South 
Wales, Australia, meaning banter or 
fun at another’s expense. Before 
1870 the word was in use at sheep- 
shearing stations in New South 
Wales, and it spread from there to 
the cities of Victoria. By 1923 it 
had come to be considered a military 
term.” The magazine Life studied 
the origin of the expression, as used 
in the furniture industry, and found 
several accepted explanations. Most 
plausible to Life was the practice 
years ago of the 20-Mule-Team peo- 
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ple giving rocking chairs in exchange 
for coupons from borax packages. 
The chairs were identified in the 
popular mind as borax chairs and 
when the furniture fell apart people 
would shake their heads and say 
“borax.” Anyway the word has been 
a term of opprobrium in jewelers’ 
vocabularies for many years, and is 
usually applied to the selling of 
“blind” merchandise, in terms of how 
much money the customer has in his 
pocket or in the bank. 


© © 
44 
Wy aren't you jewelers 


wearing more of your jewelry?” asked 
a girl reporter of a group of New 
York State jewelers at their recent 
convention in Albany. ‘Don’t expect 
a jeweler to be a walking show win- 
dow for his profession. He appreci- 
ates good stones too much to make 
a conspicuous Diamond Jim Brady of 
himself,” explained Alfred Morrell, 
president of the Jewelers Association 
of New York. “On the other hand 
expect jewelers to have collections of 
both set and unset jewels in their per- 
sonal possession—because they are 
fond of the sheer beauty of jewel col- 
oring, the artistry of cutting and the 
craftsmanship shown in beautiful set- 
tings. Many of us have large collec- 
tions of scarf pins. 

“Junk jewelry hurting sales? Not 
at all,” said Mr. Morrell. “Boosting 
sales would be more like it. A woman 
becomes attached to a piece of so- 
called junk jewelry and then has the 
design and stones duplicated in pre- 
cious metals and gems. Some people 
cannot visualize settings and stones 
in combination and bring pieces of 
junk jewelry to craftsmen to use as 
blue prints for expensive pieces.” 


o © 


=_— Grafner, 
prominent wholesale jeweler of Pitts- 
burgh, is of the opinion that the retail 
jewelry trade comes nearer to being 
a profession than any other mercan- 
tile business. 
“People have confidence in their 
jeweler as they have in their physician 
. and that is a good thing for the 
industry. I don’t know any trade 
that is comparable with it. 
“There is a dignity that goes with 
the trade that compares favorably 
with law or medicine . . . the old- 
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time craftsman will never die out.” 

Undoubtedly Mr. Grafner is cor- 
rect and there are probably several 
reasons for the professional atmos- 
phere in high-class retail jewelry 
stores. 

In the first place, jewelers are deal- 
ing with gold and silver and precious 
jewels which in themselves suggest 
the finer things in life. And in the 
second place, a jeweler is expected to 
know and be in a position to give 
authentic advice as to what is correct, 
let us say, in proper table decorations, 
formal dress, etc. In other words, 
the buying public has a right to ex- 
pect that the jeweler can give advice, 
in his field, in much the same way as 
a legal counselor or physician. 

The most successful physician the 
writer knows is a man, past 70, who 


. greets his patients with a ready smile 


and cheery word with such warmth 
that one just naturally likes to have 
him come around. His very presence 
makes one feel better. This fine old 
gentleman, absolutely sincere, has de- 
veloped a quality that any business 
man could well employ. 

Jewelers have the reputation of be- 
ing the finest group of business men 
in the country . . . but there’s always 
room for improvement. 


© © 


People from all quarters 
of the globe find their way to the 
offices of this journal in the course 
of a year but one of the most inter- 
esting characters in many months to 
pay us a call was Joseph Najer, 
Arabian artist and craftsman. 

Najer, who claims to trace his an- 
cestry back to King Solomon, through 
a continuous line of silversmiths, cre- 
ates art for art’s sake alone. His 
jewelry, symbolic to a great degree, 
and extremely delicate in design, is 
characteristic of the Far East. Un- 
like his father and four brothers, each 
an expert silver craftsman, who re- 
main at their home in Arabia, he 
finds delight in travel, and next 
month will start for some far part 
of the globe. For the past year he 
has been teaching the fundamentals 
of his art at the Universal School of 
Handicrafts and giving demonstra- 
tions at the Museum of Science and 
Industry in New York. 














Z our “reasons why” lie behind the crowd- 
stopping silhouette show-windows of Hartman Bros., 
Inc.’s jewelry store in Salem, Ore., the interior of which 
was remodeled for less than $1,500. 

Novelty, ever part of good showmanship, is a big rea- 
son for the windows’ success. 

Second—Merchandise is displayéd advantageously 
against the white walrus lining and the cut-out area of 
the background windows. 

Third—The background windows let plenty of natural 
light into the store, although lumiline corner and ceiling 
fixtures are on most of the time because this artificial illum- 
ination enhances the appearance of the merchandise on 
display. 

Fourth—The construction of these windows permits 
easy access to goods on display within them and facilitates 
window trimming. 

The display windows were not altered in respect to 
new fronts, but their interiors were redesigned so as to 
make Hartman’s windows among the most modern and 
attractive in the West. 

A “background window” was installed in the rear of 
each of the three front and the two side display windows. 
Although the former vary in width in proportion to the 
size of the display windows, all carry a height of 39 
in., and the distance from the floor in the display win- 
dows to the bottoms of the background windows is 15 in. 

Gold trimming and molding outline the background 
window in each display window. Imitation white walrus, 
easily cleaned and economically replaced, lines the rear 
and the floor of each window. 

Hartman’s have front windows 8, 514, and 21 ft. in 
length. Side windows are 11 and 7 ft. in length. 

In addition, the firm remodeled an ‘obsolete, uninviting 


@ The five new “background 
windows” flood the store with 
natural light, though indirect 
artificial lighting is also used. 
Eggshell white and two soft 
shades of blue make the color 
scheme for ceiling and walls. 
Ray W. Hartman, left, and 
Otto A. Hartman own the store. 
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interior into a modern display room. An ancient metal 
ceiling gave way to a paneled celotex ceiling painted egg- 
shell white, with a height of 11 ft. 4 in., as compared 
with the old one’s 16 ft. 

Interior coloring was balanced carefully to harmonize 
with a system of diffused lighting that makes Hartman’s 
a glareless store, almost devoid of disconcerting shadows. 

Ceiling drops were done in a light shade of blue as 
were the bands of half-round molding that give the 
interior a streamlined appearance. Side walls were tinted 
a deeper blue overglazed with umber. 

To blend with interior decoration, Hartman’s selected 
a diffused illumination that reduces shadows to a mini- 
mum and accentuates the natural beauty of merchandise 
on display. 

The central lighting fixture consists of neon tubes 
fastened together in the form of a semi-circle and bound 
with chrome bands. It is 11 ft. in length. Four decora- 
tive corner fixtures containing two 12-in. lumiline lamps 
each are also in use. In addition to these fixtures, the 
store interior is further illuminated by four recessed fix- 
tures fitted with 300-watt bulbs. 

Finally, the business office was enlarged and redec- 
orated to harmonize with the store interior. The ceilings 
and walls were given a green coating, grained and over- 
glazed with burnt umber. Chrome fittings and recessed, 
diffused lighting were installed. 

Customers enter Hartman Bros.’ store just to look 
around—and then remain to purchase. Sales technique 
here has not changed. But the store’s windows and 
interior appearance are altered and patrons remain to 
buy because of the subtle, psychological appeal of mer- 
chandise correctly displayed in an environment that stim- 
ulates the imagination and wilts sales resistence. 



































DIAMOND SET WATCHES 


are invitingly displayed against the 
white walrus floor of this window 
which is eleven feet in length. 





THE LARGEST WINDOW 


in the store, 21 feet in length, has 
the longest “‘background window,” 
which shows silver in silhouette 





A CLASSICAL BALANCE 


is won here, with men’s jewelry 
displayed at the left and women’s 
at the right. Width is seven feet. 












































“Detail” in interviewing applicants for 
credit is keynoted in this, the second of a 
series of articles designed to help the 
jeweler in his credit work. 


bie credit application is your picture 
of the customer as a credit risk. 

It may not necessarily be an accurate picture—it is the 
‘picture as you outline it in the facts that you write down 
on the blank. It will be clear and accurate if you obtain 
complete and exact information with essential detail filled 
in. It will be blurred and indistinct if you take the in- 
formation like an automaton and simply fill in spaces on 
the blank. 

The first essential of a good application is that it be 
definite. This means that you yourself must ‘have a pre- 


@ Form A—Haste, carelessness or indiscretion is shown in 
this inadequate record. Much necessary information~ has. not 
been obtained. 


cise understanding of every pertinent detail and that you 
write it down. To do this properly you often have to 
draw out your customer by tactful questions until you 
are sure you have the correct information. 

The other essential is that the application be complete. 
You should have— 

1. Full name and address; also a previous ad- 
dress if less than two years at present one. 
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The CREDI 


2. Accurate information regarding customer’s 
employment or source of income. 

3. Names and addresses of three friends or 
relatives. 

4. Names of stores where he has had accounts. 

5. Bank accounts—savings or checking. 

It may seem almost absurd to mention such elementary 
details as a name and address, etc. However, there is 
more implied here than just writing down the name and 
street address. It means getting all important informa- 
tion concerning the customer’s residence, whether he 
owns or rents, whether he occupies a furnished room or 
has his own apartment, whether he lives in care of some 
one, etc. Attention to such details from the beginning 
of a sale to the final collection is the price of success in 
your credit and collection efforts. 

To get the right slant on an application, just suppose 
for a moment that a young neighbor of yours, the son 
of a respectable, clean-cut family, walked into your store 
and wished to buy an engagement ring and have a few 
months to pay. 

You are delighted to have the business because you 
know the young man has been working for a number of 
years with a large firm, he is industrious and steady, his 
family has a good reputation, his father has been steadily 
employed for years—in short he is an A-1 credit risk. 
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Shriber from Monkemeyer 


NTERVIEW 


You do not have to ask him any of these details—you 
know all of them against a background of years of 
acquaintance with the family. Because of that knowl- 
edge you have the utmost confidence in the boy. 

Now a perfect application would be one that would 
give you a picture of a total stranger that would be as 
definite, concise, and complete as the mental picture that 
you have of this neighbor of yours. Of course this is 
impossible. It is suggested merely to point out that what 
you are striving for is a complete picture and a thorough 
understanding of that picture. 

For instance, let us compare the two applications shown 
here. They both represent the same sale. One is an 
example of carelessness on the part of the credit clerk 
and the other illustrates how it should be done. 

In the blank marked B, the credit clerk was thorough 
enough to fill in the middle initial and write “Jr.” after 
the name. A small detail, you might say. Yet it could 
well save you quite a few dollars of collection expense 
some day. 

The next special memo on this application states that 
the family owns its own home. You cannot ‘take things 
like this for granted. They have important bearing on 
the sale in many cases because they reflect the background 
of your customer. 

Why did the credit clerk notate that the firm operates 
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20 trucks? Because he had never heard of the Charles 
Trucking Co. and he wanted to know whether it was a 
small one-horse firm or a large one. The fact that it is a 
large firm makes the risk that much better. 

Notice the added detail filled in regarding the exact 
position of the customer. It is noted that he works in 
the garage, and his foreman’s name and time clock num- 
ber are also listed. This is often important in verifying 
an application and doubly so if you ever have collection 
difficulties. It does not apply only to workers who punch 
time clocks; the same principle—accurate data on the 
employment—applies to white collar men and all others 
as well. 





@ Form B—Here 16 additional details have been gathered 
from the same applicant. Records like this help safeguard a 
credit business. 


Why did the credit clerk fill in the information regard- 
ing the father’s employment? Because this also adds 
stability to the background of the customer. In other 
words, after the application is completed you will have 
a much clearer picture of your customer as a credit risk 
with this information than without. 

What is the reason for the different references listed 

(Please turn to page 32) 
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W elt-attended, enthusiastic 


and successful, the 3lst annual con- 
vention of the National Wholesale 
Jewelers’ Association was held in the 
Edgewater Beach Hotel, . Chicago, 
June 13 through 15. 

When Arthur Manheimer, presi- 
dent of the association, called the 
convention to order, practically every 
seat in the large room was occupied. 
In fact, at every session throughout 
three days the attendance was com- 
plete, with all of the members pres- 
ent taking an active interest in the 
work of their association. 

Officers who were elected a year 
ago at Providence were renamed for 
the coming year as follows: Mr. 
Manheimer, of the Manheimer 
Watch Co., Chicago, president ; Lloyd 
G. Pattee, of S. H. Clausin & Co., 
Inc., Minneapolis, Harold Alberts of 
I. Alberts’ Sons, Inc., Boston, and 
Arthur P. Care of E. W. Reynolds 
Co., Los Angeles, vice-presidents, and 
Joseph B. Bechtel of Jos. B. Bechtel 
& Co., Inc., Philadelphia, treasurer. 
George A. Fernley and H. R. Rine- 
hart of Philadelphia, continue as sec- 
retary and assistant secretary. 


An entirely new executive committee 
was elected, consisting of: C. B. Clausin 
of S. H. Clausin & Co., Inc., Minneapolis; 
Frank J. Heyne of H. Marvet & Co., Inc., 
Toledo, Ohio; William G. Swartchild of 
Swartchild & Co., Inc., Chicago; H. B. 
Hallett, of J. L. Teeters & Co., Inc., Lin- 
coln, Neb.; John G. Leiner of Benj. Allen 
& Co., Inc., Chicago, and J. J. Schmukler 
of J. J. Schmukler & Son, New York. 

Mr. Bechtel’s report as _ treasurer 
showed a material increase of receipts 
during the year. Too much credit cannot 
be given Secretary Fernley and Assistant 
Secretary Rinehart for the splendid pro- 
gram developed and for the efficient man- 
ner in which the affairs of the associa- 
tion were conducted throughout the year. 

The principal association activity apart 
from the meetings was the banquet Mon- 
day night, June 13, after which the hotel’s 
program of entertainment was enjoyed 
on the Lake Michigan beach front. 

On Tuesday night, June 14, Waltham 
watch distributors held a private dinner 
and on Wednesday noon, June 15, the 
distributors of Elgin watches gathered 
together for luncheon. 

The speakers’ addresses were all so 
interesting that while space does not per- 
mit reproducing them in full, excerpts 
and comments from each appear in the 
following columns. 


Md © © 
O.: fair trade practice rules,” 


said President Arthur Manheimer of the 
Manheimer Watch Co., Chicago, “were 
finally approved March 18. While many 
desirable rules were eliminated because 
of legal or technical objections so that 


N. W. J. A. Speakers 


31st Annual Convention at Chicago Reelects 
Officers and Picks New Executive Committee; 
Goals and Problems of the Jewelry Industry 


the final result is disappointing to some 
of us, we must remember that the ‘stop, 
look and listen’ sign in the path of all 
legislation is very encouraging. Busi- 
ness men have been clamoring for this as 


ARTHUR 
MANHEIMER 


Reelected for 
second term 
as president 





to national legislation in Congress; and 
to be consistent, we must welcome it in 
connection with our own Trade Practice 
Rules. Several of the rules we _ sub- 
mitted are adequately covered by existing 
laws, and were rejected on that ground. 
We must realize that we cannot legis- 
late on all moral and ethical questions 
confronting an industry. Much is neces- 
sarily left to the conscience of the in- 
dividual and the general attitude of the 
better elements in the industry. We be- 
lieve that our jewelry industry, as a 
whole, has always stood for ethical deal- 
ing, and this is our best guarantee for 
the future—more effective than any trade 
practice rules. However the latter have 
their place, inasmuch as they do deter 
those concerns which spring up from 
time to time and endeavor to get rich 
quick by fleecing the public, and which, 
of course, care nothing about their reputa- 
tion in the trade. Nothing short of 
drastic legal action will prevent such 
frauds, and our Trade Practice Rules do 
furnish the basis for such action. 

“The Miller-Tydings Act, tying in 
with the State Fair Trade Bills became 
a law. Our association furnished vari- 
ous opinions which clarified this law, and 
also forms for those who desired to in- 
voke its provisions. It also advised our 
individual members of their rights under 
this new law. Of course, the very na- 
ture of the law precluded collective ac- 
tion. The matter of price maintenance 
is the prerogative of the individual manu- 
facturer or wholesaler who is fully pro- 
tected under the law. 
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“The Robinson-Patman Act also be- 
came effective during the past year. Our 
association advised our members of the 
various rulings and decisions under this 
law as they were rendered. We also 
furnished opinions of our attorneys at 
the request of members. Perhaps the 
most useful of these was the opinion 
holding that advertising donations to re- 
tailers on the occasion of their opening 
new or remodeled stores were dangerous, 
and in violation of the law, unless given 
to all retail customers on a basis eliminat- 
ing discrimination.” 


© © 
4d 
How do we like the Miller- 


Tydings Act and the state fair trade 
laws?” asked Miles E. Robertson, gen- 
eral manager of Oneida, Ltd. “Well, we 
do like them, and we’re going to con- 
tinue to like them. Our salesmen going 
out have a positive talking point and it 
is helpful. . . . Of course, it’s to be ex- 
pected and everybody knows that any 
time a price-cutter wants a manufactur- 
er’s advertised article, he can get it— 
not from us, but from wholesalers and 
retailers, because there are always some 
who are going to help the other fellow 
chisel. The law, of course, is develop- 


MILES E. 
ROBERTSON 


“4. Leta how 
more work and less 
fighting, more faith 
and less back-bit- 
ing.” 





ing an increased brand and service com- 
petition. The general fight against the 
law is the impression passed out that it 
tends to keep prices too high, but if more 
and more manufacturers support the Fair 
Trade Law that impression will be re- 
moved. . . . We all know that it came 
into being just by a small margin. The 
President did not want it, saying that it 
would tend to increase or hold up prices, 
but it was put through in Washington, 
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Endorse Trade Rules 


Viewed by Spokesmen for All Parts of Trade; 
New F.T.C. Trade Practice Rules and Miller- 
Tydings Act Provoke Lively Discussions. 


NAL TTT 


tied into another bill under most peculiar 
circumstances. It does not tend to in- 
crease prices. There is only one right 
price for any article and that is the price 
at which the article can be moved fastest 
and therefore, it’s up to all of us to fight 
the impression that it tends to increase 
prices. 

“The Miller-Tydings Act is very simi- 
lar to a contract—at least, that’s the way 
it should be construed between manu- 
facturer and wholesaler, and between 
wholesaler and retailer—a. contract that 
might be left with this impression: ‘In 
consideration of—we agree to give the 
manufacturer our support, etc.’ At least 
it’s an implied obligation and should be 
followed through with on the part of the 
wholesaler in his relationship to the man- 
ufacturer as well as on the part of the 
retailer in his relationship to the whole- 
saler. Nobody is definitely certain as 
yet as to whether the wholesaler and re- 
tailer really want the act, and want it 
to the extent that they’re going to back 
it up properly, but everybody seems to 
have expressed a desire for it, originally 
—we’ve got it now—so the next question 
is, ‘What are ye’ going to do about it?” 

From that subject, Mr. Robertson went 
on into an entirely different line of 
thought “I’m too hungry,” he said, “to 
be satisfied with the bread and water of 
some of the present-day economists, and 
I’m too young to be a pessimist. Of all 
times in the country’s history, this is ab- 
solutely the poorest time for a business 
man to be discouraged. . . . Democracy 
seems to be on trial. The conditions that 
we have facing us now are man-made 
and mismanagement, and, in my opinion, 
it’s the business man only who’s going to 
be able to save it. So what can we do 
about it? In my opinion, we should re- 
define business, because it has _ been 
badly defined in the past. The average 
fellow thinks that the business man who’s 
wrong, is ‘some big employer in some 
other town where I don’t live.’ ” 

In view of what’s gone before, it was 
Mr. Robertson’s definite opinion that it’s 
up to every business man now, large and 
small, to take an active interest—not 
merely to talk about it, but for every 
man to go out to the crossroads where 
public opinion is formed and talk the 
crossroads language and have his sales- 
men do the same thing. If each one at 
the convention would go out and talk 
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such language and sell 20 men who 
would go out and do the same thing, he 
said, it wouldn’t be long before things 
would begin to right themselves. He com- 
pared business moving along today at a 
very slow rate to an automobile that’s 
outside moving in the fog. Naturally, 
speed cannot be made and in some cases, 
the driver has to pull up to the side and 
stop completely so as to be sure he will 
not be running into some other car, or 
into some obstruction, or perhaps go off 
the road entirely. He said it’s time for 
all business men to correct their think- 
ing—that socialization is going on and 
there’s no use in kidding ourselves. 

“It is obvious that Government regu- 
lation is going to continue,” he said, “it’s 
obvious that there are going to be more 
taxes and the most unfortunate thing is 
that the Government has unfortunately 
jumped onto the other side and is trying 
to take an active part in the game, in- 
stead of merely standing on the side-line 
and refereeing.” 

In his opinion, economists will have to 
realize that there’s going to be less wealth, 
less interest on invested capital and that 
workers, generally, are going to par- 
ticipate in the results of business to a 
greater extent. Give the working man a 
savings account, get him to own a home 
—help him to own one and you'll soon 
eliminate a good part of the radicals. 
He summed up by saying, “Let’s have 
more work and less fighting, more faith 
and less back-biting—faith to believe that 
we all can do something about this.” 


© © 
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"Ble suggestion came, through 
our secretary, that it might be helpful to 
obtain by means of a circular letter to 
wholesalers, a digest of their opinions on 
some questions about which we were a 
little perplexed and disturbed,” said Past- 
President Howard L. Carpenter of Al- 
bert Walker Co., Providence, speaking on 
“What Cooperation Does the Wholesaler 
Expect from the Manufacturer?” 

“Is the present generally accepted mark- 
up,too high? Eighty-eight per cent of the 
answers were ‘No. Twelve per cent 
were ‘Yes.’ 

“Would a lower mark-up increase sales 
enough to offset the reduced price? 
Ninety-two per cent ‘No. Eight per 
cent ‘Yes.’ 
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“Would you prefer a lower mark-up 
rather than the extra discounts which 
have recently been so prevalent? Sixty- 
two per cent ‘No. Thirty-eight per 
cent ‘Yes.’ 

“If the mark-up were reduced would it 
stop the evil of extra discounts? Eighty- 
five per cent ‘No. Fifteen per cent 
‘Yes.’ 

“It has been suggested that some mate- 
rial houses have been the worst offenders. 
in connection with cut prices or extra dis- 
counts on watch bracelets. Does your 
experience confirm that claim? Sixty 
per cent ‘No.’ Forty per cent ‘Yes.’ 

“These answers indicate a strong pre- 
ponderance of belief that the present 
mark-up is not too high, that a lower 
mark-up would not result so well, that 
they would rather stand extra discounts 
than lower prices, that lower prices. 
would not stop extra discounts, and that 
material houses are not materially worse 
than the average wholesaler on cutting 
watch bracelet prices. 

“We next turned to the manufacturer, 
and asked the following: If a_ whole- 
saler does not conform to manufactur- 


HOWARD L. 
CARPENTER 


surveyed 
members’ slant 
on mark-ups, 
price 
maintenance 
and other issues. 





ers’ suggestions as to prices and terms, 
should the manufacturers decide not to 
fill future orders? The answers to this. 
were practically unanimous. All but one 
said that if a manufacturer had policy 
and honestly desired its success he was 
bound to refuse the orders of any whole- 
saler who failed to conform to the terms 
of that policy. 

“The next question asked if a retailer 
selling on installments at the regular cash 
price could be considered to be maintain- 
ing prices. A majority refused to con- 
demn his action for so doing, and the 
same majority believed that if the whole- 
saler continued to sell such a retailer 
he was not failing in cooperation with the 
manufacturer. 

“On the question of whether prices of 
well-known and well advertised lines 
were violated more often than those of 
less well known lines the answers were 
evenly divided, and those who answered 
in the affirmative nearly all thought that 
they would still need those well known 
lines in their stock in order to have a 
sufficient range of desirable stock. 

“Next were two questions relating to 
manufacturers. Not of serious  im- 
portance, but interesting because of the 
practical unanimity of the answers. 

“If a manufacturer who markets his. 
line through wholesalers has formerly 


(Please turn to page 44) 
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HERE you destroy the profit motif in business, there is no incentive to carry on. 
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Where there is no profit for the seller the buyer will be without profit. 


Business is a close knit and rotating system of fast and relentless motions that cause 
the dollar rapidly to return, after participating in any number of transactions, to where 
it originally started its journey. 

When a people find that they have given one individual the right to detour, defeat 
or defile Constitutional Law, then and there they realize the fact that they have set up 
a dictatorship. 

July and August should be busy months for the jeweler. What with putting every 
effort to cleaning out “‘sleepers,” studying the new lines now ready for fall, semi-annual 
inventory, sales, preparation for the fall weddings, following the sports events—re the 
prizes—planning fall advertising campaigns, store alterations and changes, you will find 


the summer months only too short. 


Don’t let old Sol do all the work—put on the heat yourself and see if by so doing 
you find many sales made during the next two months which could not have been made 
if you acted on the theory that in July and August every one is out of the city. We’ve 


said this so long—we now believe it ourselves. 
No one buys anything in summer—Bunk. 
Guess I’ll wait until August to prepare for fall—Deadly. 
No use putting on a sale of discontinued lines or slow movers—Fatal. 


Bear in mind that expenses go on relentlessly, and the staff, when there is a slowing 
up of business, have more time to do those things that augur for the making of extra 


sales—in or out of the store—and in addition to this, prepare for the fall drive. 


Who knows but what we may find the “Abundant Life” yet? Up to now the writer 
has been wondering if our citizenry are not thinking that the interpretation of Planned 
Economy by their representatives is just a phrase to be used as bait for catching votes. 


In application it would read to me something like this :— 
Coffee and rolls—sometimes just coffee. 
Half sole and heel—sometimes just heel. 
Two clean shirts a week—sometimes not so clean. 


Happy summer to you all. 


Ani Hhy Kol yb. 


Vice-President. 
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A Virginia jeweler told us this story: 

“I was visiting my younger sister down 
in Winchester, when she showed me her 
newly decorated boudoir. I was especially 
interested in the dressing table. It told me 
a story I knew was true in many homes in 
my own neighborhood . . . a story I might 
well profit by. 

‘Neatly arranged on the dressing table 
were jars of creams and various cosmetics- 
fresh, new supplies of well-known brands. 
That was the keynote of the entire room- 
new furniture, drapes, linen, etc.—except 
for one thing. Her boudoir jewelry accesso- 
ries were old, meager. 

“She was thrilled with her newly redec- 
orated room—but how much more pleased 
she would have been if a,modern dressing- 
table-set in Sterling silver had taken the 





HINT. . from my 


Sister's dressing table” 


Wadsworth 





place of the old-fashioned one. An attractive 
new clock would have added so much to the 
usefulness and beauty of the room, too. And 
I saw several places where a new vase or 
lamp would have given just the correct 
touch. Of course she'd planned the room 
herself—most of my customers do—can’t 
afford an interior decorator. I feel that we 
jewelers are at fault when a woman does 
something like that. She'd thought of every- 
thing except new jewelry accessories. 
“You can believe me I have taken a hint 
from that lesson. I don’t ignore the boudoir 
accessories in any of my sales plans now. 
Counter displays, windows, shelves, adver- 
tising . . . all of my promotion reminds the 
women in my community that their boudoir 


jewelry accessories are just as important as 


the dressing-table itself.”’ 





The Wadsworth Watch Case Company, Incorporated, Dayton, Kentucky. 
Offices: New York, 630 Fifth Avenue; San Francisco, 140 Geary Street; 
Chicago, 35 East Wacker Drive. 














THE JEWELERS’ CIRCULAR-KEYSTONE 


for July, 1938 

















The GEM of the OCEAN 


for every Uccasion-- 


Glamorous MIKIMOTO PEARLS—the finest 
pearls cultivated—are increasing in favor. 
Discriminating women, young and old, are 
selecting them in single strands, as well as 
in three, five and seven strands. Profit from 
this demand by featuring MIKIMOTO 
PEARLS as the ideal gift for every occasion. 


If a visit to one of our 
offices is not convenient, we 
invite your inquiry by mail. 


K. MIKIMOTO 


New York, Head office: 
630 Fifth Ave. Ginza, Tokyo 


Chicago, 
55 E. Washing- Branches: 
ton St. Kobe, 
London, 


San Francisco, 
209 Post St. Paris, Bombay 
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A. B. G. JEWELRY CO. 
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August 1, 19338 
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PERHAPS no birthstone is 
more salable than sardonyx—not 
merely because this attractive red 
stone is moderately priced, but be- 
cause, in its various adaptations, it 
is equally suited for men’s and for 
women’s jewelry. 

Carnelian or sard may also be 
sold as the August birthstone be- 
cause they differ from sardonyx 
only slightly in color, and since 
early times the names have been 
used more or less interchangeably. 
(See J.C.K. for August, 1937, 
page 61.) 

An August “natural” would be 
a window display of this jewelry, 
with necklaces, bracelets, rings and 
brooches for women and cuff links 
and rings for men—all set with 
these stones. Attention may also 
be given to peridot-set jewelry. 
Jewelers are invited to draw 
suggestions from the promotional 
material on this page for use early 
next month. A newspaper mat of 
the original advertisement appear- 
ing above may be obtained, either 
individually or together with the 
complete set of 12 birthstone ad- 
vertisements, prepared by this jour- 
nal’s reader-service department. 


29 








Established 1866 


"LAMAN 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 


; Antwerp—48 Rue Simons 
Cutting Works: Amsterdam—33 Sarphatistraat 
64 West 48th Street London—23 Holborn Viaduct 











DIAMONDS 





Round, Emerald-cut and Marquise, in all sizes, available for 
your approval. All our stones are cut in our own factory. 


LOUIS GURFEIN & SON 


608 Fifth Ave. New York, N. Y. 





ANTWERP SOUTH AFRICA CHICAGO, ILL. 
76 Rue de Pelican 76 Church St., Kimberley 31 North State St. 
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IGIDITY of prices is the big target 
R the Administration is shooting at in 
its so-called anti-monopoly drive. To this 
end the economic unit of the Department 
of Justice is making extensive studies of 
prices in basic industries, such as steel, 
cement, lumber and rubber. This does 
not mean that the drive is against the big 
fellows only. On the contrary, much of 
the criticism of some of them is not against 
their prices but against their “price leader- 
ship.” Smaller units adopt like prices. 
The result is “rigidity of prices.” Prices, 
Administration spokesmen insist, must be 
flexible. Trade associations also are 
under attack because some of them are 
alleged to be the source of agreement on 
prices. In the case of big business, the 
remedy proposed—but hardly likely to 
be administered—is decentralization with 
litle NRA’s set up to control various 
industries. In the case of trade associa- 
tions, the remedy is a Bureau of Indus- 
trial Economics, which would supervise 
association activities. The basing point 
system also would be broken up because 
it is charged with responsibility for iden- 
tical prices. 


CORPORATION LICENSING 


Staunch advocates of more Federal 
protection for independent merchants are 
gorging themselves on the happy pros- 
pects of making capital out of the Presi- 
dent’s anti-monopoly study. Corporation 
licensing legislation will play a conspicu- 
ous part next session on the strength of 
the probe. Chances for a breakdown of 
large units is remote. Not because the 
Government doesn’t prefer it that way 
but rather because it will take a page out 
of its NRA experience that control over 
the large corporations is simpler, more 
satisfactory, than over countless small 
units. 


PRICE MAINTENANCE 


A showdown on the Administration’s 
attitude on the Tydings-Miller resale 
price maintenance law and what it in- 
tends to do about it, if anything, is due 
after the anti-monopoly study gets under 
way. The key to arguments to be posed 
by price maintenance advocates is seen in 
Representative Palmisano’s report on a 
fair trade law which he pushed for the 
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By L. W. MOFFETT 


District of Columbia. “The present bill . 


is in no sense a general price-fixing act. 
It merely authorizes a manufacturer or 
producer to enter into contracts for main- 
tenance of his price, but the act does not 
compel him to do so. In other words, the 
act is merely permissive. In effect, the 
bill is intended to increase competition 
and to prevent monopoly.” His forecast 
was that the President would not veto the 
bill. 


TAX LAW REVISION 


President Roosevelt’s ultimatum on 
what he expects of the next Congress in 
the way of tax revision, made to 200 
Arthurdale High School spectators and 
graduates and several million radio listen- 
ers, throws the whole tax question wide 
open again. Always reluctant to wrestle 
with a subject so controversial, in an 
election year, the 75th Congress thought 
at least it had the undistributed and capi- 
tal gains taxes off its chest for two years. 
But by direction of the White House, the 
next session is expected to shoulder this 
burden in addition to a possible sweeping 
revision of all tax laws—a move Congress 
has deferred for the last three years. 
Then there is that little matter of increas- 
ing taxes to take care of heavy New Deal 
spending—also long overdue. 


MAGIC SHELVED 


Representative Patman’s routine during 
the past session was utterly devoid of 
“Patman magic’—a term used by his 
critics in describing his record for putting 
bills across which few thought had any 
chance of passing. The Robinson-Patman 
and Miller-Tydings measures are out- 
standing examples. The Texan stalked 
over to see the President at least three 
times during the session, inserted innu- 
merable speeches in the Congressional 
Record assailing chains for having “a 
million doliar slush fund” to fight his 
anti-chain store bill, but allowed most of 
his time to be monopolized by his Federal 
Reserve Board banking bill. 


“LITTLE N.R.A.’S” 


Despite rough and tumble going, New 
Dealers are preening themselves over 
happenings in Washington. It has taken 
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on the gala air of the summer of 1933— 
a return engagement of most all of the 
alphabetical agencies. There’s the AAA, 
the WPA, PWA, RFC, NEC, FHA—all 
geared to top speed. The missing link, 
and not so completely missing at that, 
would be to adopt the recent proposal of 
Jerome Frank, one of the original Brain 
Trusters and now an SEC commissioner. 
His book “Save America First’? recom- 
mends a revitalized NRA to provide for 
inter-industry coordination and produc- 
tion schedules to benefit everyone. There’s 
more talk in the air of little NRA’s for 
more industries. Critics are hammering 
away on the point that once started, Gov- 
ernment bureaus never die. 





CINCINNATI CO-OP 


The Farm Security Administration, for- 
merly identified as the Resettlement Ad- 
ministration until Agriculture Secretary 
Wallace decreed otherwise on the as- 
sumption that his clients would be less 
disturbed by the newer name, has signed 
another agreement with the Consumer 
Distribution Corp., this time to oversee 
the operation of co-ops at the Greenhills 
(Cincinnati) housing project. Arrange- 
ments will be similar to those made by 
the Corporation at the Greenbelt, Md., 
planned community. Prudent housewives 
at the suburban Washington development 
are hoarding sales checks to cash in on 
dividend day a year hence. The co-ops 
carry nationally advertised brands in 
addition to their own. All are sold at or 
near prevailing Washington prices. 


ROPER TO LEAVE? 


Behind the story of the State Depart- 
ment’s rumored acquisition of the Bureau 
of Foreign and Domestic Commerce is the 
report that “Uncle Danny” Roper, organ- 
izer of the Business Advisory Council, 
sponsor of the small business men’s con- 
ference last March, and more business- 
minded than most Administrationites, is 
slated for a diplomatic post. Moscow is 
the only one vacant but rumor has it that 
he is not destined to hobnob with the com- 
missars. Instead some other post more 
commensurate with the prestige of a cab- 
inet member may be opened up for him. 
Heretofore, he has always been reluctant 
to leave the Washington scene. 
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The Credit Interview 
(From page 21) 


on the second blank? Because in the first one all refer. 
ences are neighbors of the customer and might just as 
well not have been taken. You want the names of tiree 
friends or relatives at different addresses and not in the 
immediate neighborhood wherever possible. This also 
may seem a small detail but it can mean the difference 
between a collectible account and a charge-off at some 
future date. 

Most of your applications will be simple ones very 
much like the case illustrated here. There is no particu- 
lar trick to the job—just common sense and attention to 
detail. I feel that I have used this word “detail” an 
inordinate number of times so far and I apologize for 
the repetition. But it is so important that if you repeated 
it to yourself several times before you wrote each appli- 
cation you would save yourself many a collection headache 
later. 

The trouble is that a credit clerk is sometimes so “sold” 
on the personality of a customer that he feels almost 
ashamed to question him too closely. That is fine from 
a sales point of view; but after the sale is made you have 
a credit problem that should be faced entirely on its own 
merits. If you are properly tactful you can do this with- 
out antagonizing your customer. 

When a man applies for credit the least important 
factor in judging the risk is his “front.” You will have 
occasional customers of the type who expect you to hand 
them merchandise on their looks plus a lot of vague gen- 
eralities about their “private” income; “too confidential 
to disclose” or “just short of cash for a few days.” You 
can be patient and tactful to satisfy their vanity, but at 
the same time be determined to get the brass tack facts 
before you attempt to pass judgment. 

A “corporation president” may be a canvasser; an 
“office manager” may be a clerk; a “salesman”? may mean 
anything at all. What you want to know about all of 
them is where your money is coming from. Your proper 
attitude is not to be swayed one bit by appearances either 
one way or the other. The man who “puts on airs” may 
often be an excellent risk. As a matter of fact we all need 
such customers—they buy jewelry. 

You might say that all of this information could be 
obtained by an investigation without questioning the cus- 
tomer himself so closely. That may or may not be true. 
However when a man buys an article of jewelry he does 
not wish his friends and employer to be approached by 
an investigator trying to get facts. The most direct 
method is to obtain the information from your customer 
in every essential detail and then you are in a position to 
verify those statements tactfully. What usually happens 
is that a man’s story either hangs together or does not, 
and all you have to do is to check one or two points to 
feel safe on the rest. 

The interesting thing about this method is that you 
almost invariably win the respect and cooperation of your 
customer, if he is worth having as a customer. The man 
who wants to make a legitimate purchase and is confident 
he can pay as agreed instinctively likes and respects a 
credit clerk who wants plain facts only, is tactful and 
friendly in getting them, and who does not prejudge a 
customer. 
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Of course, as mentioned before, only a small proportion 
of your applications will be difficult. In practice many 
will be very simple. But there will be many others that 
will have one point or another worthy of special explana- 
tion. And never forget that on the law of average you 
are going to have trouble sooner or later with a certain 
number of your accounts. You never know in advance 
which they will be. So play safe and write every appli- 
cation with the care necessary to enable you to judge the 
credit intelligently and to collect with a minimum of 
expense if the account goes bad. 

The next question is that of down payment and terms. 
Here your general policy is your guide. It has often been 
said that on the usual account running from about four 
to ten months, a month’s payment in advance is reason- 
able both from the point of view of the customer’s equity 
being adequate, and from the point of view of the average 
customer’s convenience. 

The length of your terms is determined by the type of 
customers who patronize your store. You naturally want 
as quick a closeout as is practical. On the lower sales 
you probably would do well to limit the time to a rela- 
tively short period. On higher sales you can graduate 
it up to ten months or a year. Whatever you do it is best 
to set a definite schedule rather than use a hit-or-miss 
system. You can always make an exception to your gen- 
eral rule when circumstances warrant. 

One very important matter to have settled with your 
customer is the date of the first payment and the exact 
terms. Don’t let him get the idea that he has five months 
or ten months to pay. He has one week or one month 
to make his first payment and he should know that you 


expect that payment on the due date. This will save you | 


needless collection expense and misunderstanding later. 

In regard to the contract which your customers sign, 
the exact form which you should use depends on your 
state laws. Your attorney is your best adviser. 

After your application has been completed and terms 
arranged your next step is to verify the information 
which you have. To begin with you should “clear” 
through your local credit bureau and get a report on any 
credit experience which the customer may have had with 
other stores. This you notate in accordance with the out- 
line on the application. 

You then verify either by telephone or outside investi- 
gation (depending on the amount involved and how 
thorough a check you wish) both the home address and 
the employment. There are dozens of ways of doing this 


and it is up to you to satisfy yourself without embarrass- | 


ing your customers. 

It is well also to verify the address of one of the refer- 
ences given as a further check. If a bank reference with 
a checking account is shown you can easily obtain a rating 
from the bank. 

After all this has been done your application is ready 
for your decision. The great majority of them can be 
approved very quickly. The balance require careful con- 
sideration and possibly further information and checking. 
Suggestions for the proper analysis of these sales and 
practical examples will be given in the next articles. 


Pennsylvania’s fair sales act is being challenged as to 
its constitutionality in a suit filed in the criminal court 





in Pittsburgh June 15 by a cut-rate drug store owner. 
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you've GOT A DATE WITH 
A DANISH PRINCESS... 
DON'T MAKE ANY FALL 
BUYING PLAN UNTIL 
YOu SEE THE HOLMES 
& EDWARDS SALESMAN 


HOLMES & EDWARDS INLAID* 
Copyright 1938, International Silver Co. 
Holmes & Edwards Division, Meriden, Conn, 

*Reg. U.S. Pat. Off 




















176 days till 
Christmas, BUT... 








Boston jewelers’ Golden Anniversary Outing 
Proves Largest in Years 


Huts, Mass.The largest outing in years was held 
by the Boston Jewelers’ Club, June 22, at Pemberton, 
Inn, this place, with about 175 participating in the spor 
which were favored with perfect weather he club i 
this vear marking its golden anniversary 

Che winning ball team, captained by Elmer Kipp, wo 
by a wore of 16 to 13. The team of Wright and Ham 
merquist won first prize in quoits, and Jackson and Rus 
sell took second prize. Hammerquist and Thomae wop 
the three-legved race, with Powers and Moore in second 
place. The potato race was won by Thompson with 
Blackstein second. In the bag race Power and Black were 
first and second, respectively. Jim Russell won the cigar 
ette race over Thomae, who took second place. Firs: 
prize in each event was a Waltham electric clock and 
the second prize was Moore pen and pencil sets. 

A number of members elected to spend the time play. 
ing golf at the nearby South Shore Country Club, join. 
ing the others for the banquet which was exceptional 
for its fine food, good fellowship and the quality of the 
floor show, which provided entertainment between courses 
and after dinner. The directors constituted the com 
mittee. 

Golf Chief Diversion at 24-Karat Club Outing; 
Sigmund Cohn’s Games Again a Hit 


About 45 golfers beat the little white pellets over the 
fairways of the Quaker Ridge Golf Club, at Mamaro- 
neck, N. Y., while non-golfers found other ways to 
amuse themselves on the morning of June 21, when the 
Jewelers’ 24-Karat Club, of New York, held its annual 
summer outing. All were on hand with an appetite when 
the call to “eats’’ was sounded at noon. 

Alfred Osterwald won the handicap golf tournament 


_with a net of 67. Frank Milderberger and Edward 


























Burt now is the time to plan for your Fall and Holiday Sea- 
son profits. That’s why Kensington* will be showing its new 
Autumn items at the New York and Chicago gift shows. 
You will have plenty of time to see and make careful 
selection, to be ready for the full impact of new advertis- 
ing in national magazines. Don’t miss seeing the displays— 
—In Chicago, August 1-12, at The Palmer House, Rooms 
892 and 893. 
—In New York, August 22-26, at Hotel Pennsylvania, 
Rooms 470-472. ” 
Visit also our new permanent 
display rooms, just opened at Suite 
5014, RCA Building, Radio City. 






tHCORPORATED 


OF NEW KENSINGTON, PENNSYLVANIA 











*TO NEW FRIENDS: Kensington gifts are made from a 
beautiful alloy of Aluminum with silvery, soft lustre. This 
alloy resists tarnish and stains, needs almost no care. 
Kensington gifts are created by Mr. Lurelle Guild and 
other famous designers, are made by skilled craftsmen. 
These facts explain Kensington’s beauty, its prestige 
among discriminating people. 
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Donaldson each turned in a net score of 71, for second 
prize. Claude L. Seale took the “kicker” handicap prize. 
P. Irving Grinberg won the honors in tennis. 

Prize-winner at Sigmund Cohn’s ingenious games were 
Paul G. Schoncite, in the auto race; Walter N. Kahn in 
balloon-ringing, and J. Mehrlust in adding machine. 
Walter Eitelbach won the guessing contest. 

The affair was in charge of Daniel Price, chairman; 


| Lee Reichman, Sigmund Cohn, Raymond Mehrlust, 


Charles W. Sommers and Alfred Osterwald, who sub- 


stituted for A. B. Tuthill, who was unable to attend. 


Diamond Dealers Club Marks 7th Year 


The seventh anniversary dinner of the Diamond Deal- 
ers Club, May 26, at the club, 95 Nassau St., was well 
attended by members, guests from the United Diamond 
Manufacturers Association, and friends. A talk was 
made on the topic, “Will Radium Change the Color of 
Diamonds?” by A. L. Berkman, executive secretary. Mr. 
Berkman concluded by saying, “It is very evident that 
the changing of the color in diamonds is just as unlikely, 
considering the cost of radium at $25,000 per grain, as 
the manufacture of diamonds by artificial means.” Sol 
Joel, president, the toastmaster, urged the formation of 
a larger association comprising the different branches of 
the diamond trade. 
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Four Generations Connected With 100-Year-Old 
Firm of A. Thoma & Sons 


lust 100 years ago, in 1838, when Martin Van Buren 
was ascending to the presidency of the United States 
Augustine Thoma bought the business of his employe 
vad established the Piqua, Ohio, jewelry and watch 
repairing business which has been operated continuously 
in his family to this day 

The opening of the store's centennial celebration was 
ecently announced in a special edition of the Piqua 
Daily Call, which was filled with congratulatory adver 
tisements from the local trade and national jewelry houses 
and editorial matter which reviewed the history and 
progress of the business in great detail. 

Three grandsons of the founder, A. L., Joseph A. and 
Adolph ‘Thoma are in control of the business today, and 
the fourth generation is represented by Miss Augusta 
Thoma, daughter of Joseph Thoma, who is employed 
in the store. One of her brothers, Joseph, is a watch 





AUGUSTINE ALBIN JOSEPH A. ADOLPH 
THOMA THOMA THOMA THOMA 


maker, engraver and salesman with the Sterling Jewelers, 
of Springfield, Ohio, and another brother, Louis, is em- 
ployed by Roger’s Jewelry Store, Dayton, Ohio. 

Augustine —Thoma, who came to the United States 
from Germany at the age of 13, found Indians roaming 
about Piqua, a town of 1200 which which has grown 16 
times as large since then. He continued as active head of 
the business for 62 years until his death in 1900. His 
two sons, August, Jr., and Albin, were taken into part- 
nership in 1867, but several years later August, who had 
spent much of his time conducting a wholesale branch of 
the business left for Cincinnati where he operated a 
wholesale business. —The younger son, Albin, took over 
management of the store upon the death of his father 
until 1907 when his sons, Albin, Jr., and the late Leo 
Thoma, were made partners. A third son, Joseph A., 
became a partner in 1918, and Adolph, the youngest son 
of Albin, Sr., joined the firm in 1919. He now manages 
the Sidney, Ohio, store of A. Thoma & Sons. 

An interesting sidelight on progress of transportation 
is the fact that it used to require ten days to two weeks 
by stage coach, canal boat or horseback to make the trip 
from Piqua to Cincinnati and back, for supplies; a trip 
which now can be made in four fours by automobile. 


In line with the policy to instill a proper appreciation 
of sterling in the public mind the Sterling Silversmiths’ 
Guild of America maintained a booth at the National 
Education Association convention, at the Hotel Pennsyl- 
vania, New York, June 25-30. Free copies of the excel- 
lent booklet, ““The Story of Sterling,” were given to 
approximately 6000 educators. Alexander Vincent, sec- 
retary, and silver company principals greeted at the 
booth. 
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NOW IS THE TIME 
TO MAKE YOUR 
SELECTION OF 





Write for assortment 
and prices 





Harry C. senick, Suc. 


Manufacturers of 


SCHICKSNAPS 
and other fine jewelry 


New York Showroom: 347 Fifth Avenue 
Providence — Chicago — San Francisco 


Factory and Main Office: Newark, New Jersey 
































AT THE CHICAGO and NEW YORK GIFT SHOWS 


MAKE YOUR TIME WORTHWHILE 


SEE 
THE WEIDLICH LINES 


Room 638 Palmer House, Chicago. Aug. Ist to 12th, Inc. 
Room 486 Hotel Pennsylvania, N. Y. Aug. 22d to 26th, Inc. 





No. 125/782 Cigarette Lighter and Tray 





CHICAGO DISPLAY 
IN CHARGE OF 
MR. H. F. HINES 








No. 2289B Horse on Base, 13 in. long 
Many New Creations in Silver, Gold, Bronze & Fancy Finishes 
Also the New Parisian Ivory and Venetian Red Gifts 
Ornaments — Book Ends — Smoker Sets — Horses — Dogs 
Salt and Pepper Sets — Vases — Trays — Etc. 
Hollowware in STERLING SILVER and SILVER PLATE 
The Popular NORSE CRAFT Line of Hollowware 
Will Also Be on Display 


THE WEIDLICH BROS. MFG. CO. 


N. Y. Showroom, 362 Fifth Ave. Factory, Bridgeport, Conn. 
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33rd Annual Convention 


National Retail Jewelers 


Association 
AUGUST 29TH TO SEPTEMBER 2ND 


Meet the leaders of the Jewelry trade at 
The Waldorf-Astoria and work together 
with them in the solution of the many 
problems that confront the industry. 
You will benefit from the contact with 
the leaders, who are working in the in- 
terests of the trade. You will be inspired 
by their reports of work completed, and 


. you will return with many worth while, 


money-making ideas for use in your 
own store. 

Waldorf meeting rooms, lobbies, res- 
taurants and Grand Ballroom are com- 
fortably air-conditioned. Waldorf restau- 
rants offer a comprehensive range of 
prices and types of service, including 
popular priced meals. Waldorf rooms 
are spacious, furnished with private 
home charm, and provided with every 
new-day convenience. 

And The Waldorf is located within 
short walking distance of Grand Central 
Station, Fifth Avenue and Broadway. 


Special rates to members. 
THE 


WALDORF-ASTORIA 


PARK AVENUE - 49TH TO SOTH - NEW YORK 
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Table-Setting 
Contest Builds 


Store | raffic 





By HARRY R. TERHUNE 







@ Correct silverware helps give “‘umph’’ to each of these table- 
settings. Left—Looking from the center of the store towards 
the Flower Street entrance. The House Beautiful terrace luncheon 
is in the foreground. Below—Looking down on the Town & 
Country table, “lunch beside the swimming pool.” 




































The silverware department at Barker Bros., 
Los Angeles, got-the spotlight when the store recently 
staged a ‘““Modes of Table Setting” event, and clocked 
a daily average of 8800 men and women interested in 
the nicer and finer ways of living. 

Only the finest silverware, chinaware, stemware, crys- 
tal, pottery and table accessories were displayed in the 
store’s block-long aisle extending from the Figueroa to 
Flower Street entrances. 

A high spot of this promotion was the fact that nearly 
each of the 16 tables was sponsored by a magazine of 
national reputation. The idea was conceived by John L. 
Behm, buyer of china and glassware, assisted by Jane 
Bendell, buyer of silverware. 

In brief, this was a promotion of quality and style of 
nationally advertised goods that was superbly dramatized. 
Every item shown was from the regular stock of Barker 
Bros. 





On each table was a large easily readable card giving by Gale Turnbull; silver by Gorham. 
the name of the sponsoring magazine, together with the California Arts and Architecture—TVropical luncheon. 
motif of the setting. A smaller card on each table gave Early California Vernon pottery, with pieces of cocoa- 
the nanie of the various patterns on that table and the nut pottery shown for the first time. 
prices of each item of linen, china, glass, pottery or silver Town and Country—Lunch beside swimming pool. 
displayed, so all interested would have this practical in- This was most novel, with a 2-ft. high table covered with 
formation right before them. sail cloth, built like a life raft, reclining cushions fash- 
Jewelers everywhere can profit by their own version ioned to imitate long straight cork life preservers. This 
of this most successful event. Tables may be sponsored was built by Karl Hammel of the Barker staff. All 
by churches, women’s clubs and even high schools. The Kensington ware shown. 
wide range of appeal in the various table settings—as Sunset—Victorian formal dinner table. Royal Doulton 
well as the competitive spirit—is bound to increase store china; French Lorraine glass, International silverware. 
traffic, which is one of the things jewelry stores need most. Arts and Decorations—Summer luncheon in crystal. 
Magazines sponsoring the tables and the motifs were: Orrefors crystal plates, stemware and even crystal- 
W estways—Here no flowers were displayed, the handled silverware. 
thought being that food and wine furnish the necessary Stage—‘“High-hat stag supper.” A black and white 
bouquet. Wedgewood bone china; Orrefors, crystal ; setting to represent the black of the tuxedo and white of 
sterling by Towle. the linen men wear to such affairs. Two high-hat style 
House Beautiful—A terrace luncheon. Vernon pottery (Please turn to page 43) 
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WRITE FOR THESE 
AMAZING VALUES... 


The new Ellmore catalogue, just off the presses, illustrates 
and describes these—and many more—truly amazing ster- 
ling values. Write for your copy TODAY! "Sterling by 
ELLMORE" is created by a select group of America's finest 
craftsmen and, due to unique production and merchandis- 
ing economies, has been made available at prices quite 
disproportionate to those you have been accustomed to pay. 


Visit the Ellmore Exhibit No. 311—A. N. R. J. A. Convention 


#416 Luncheon Plate THE ELLMORE SILVER CO. 
Diameter 15” Department J—Meriden, Conn, 
“Price: $48.00 New York: 347 Fifth Avenue 

1414 Salad Bowl San Francisco: 830 Market Street 
Diameter 13” 
*Price: $42.00 













* Keystone 


HONESTY is not a virtue 


... i is good business! 


FOR OVER 40 YEARS J. B. COOPER & 
SON has supplied the jewelry trade with 
purest and finest PLATINUM, Irid-Plat. 
num, and Gold obtainable. 


FOR OVER 40 YEARS J. B. COOPER & 
SON has paid the highest prices for Sweeps 
and Scrap Gold. 

COOPER’S POLICY of fairness and ac. 
curacy continues unchanged . . 
making new friends. 


. always 





COOPER & SON 


INCORPORATED 


26 John St., New York 
Factory: Brooklyn, N.Y. 


Our Reputation Is Our Success 

















DICTIONARY OF GEMS 


Precious and Semi-Precious Stones 


by R. J. Rocers, F.G.A. 
Price $1.50 Postage Paid 


This new book of all gems gives complete definitions of 
every stone used by jewelers from Achates (ancient name 
and origin of Agate) to Zircon and Zonochlorite with their 
specific gravity, chemical composition, crystallographic 
origin, hardness, refractive index, etc. 

It is a valuable ready reference list for the retail jeweler, 
manufacturer, importer and lapidary. 


Cloth bound, 58 pages, 7 x 5% inches. 


The Jewelers’ Circular-Keystone 


Chestnut & 56th Sts. 239 West 39th Street 
Philadelphia, Pa. New York City 
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@ Products from Sweden etched crystal 
displayed at Enright-LeCarboulec, New 
York: Bowl, $5.50; cigarette stand, $1; 
and vases, $6, $3.80 and $3. 


> em ty : e) 


@ New in principle, the Ronson shaver 
uses a hollow-ground blade; its smooth 
round shaver head has no edges or 
grooves, and its motor needs no oiling. 


@ From Ebeling & Reuss, Inc., these new 
Bohemiati’ crystal book-ends, Trojan 
horses and gazelles, and glass table bells 
y ea with hand-colored floral han- 
dles. 


& * 
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@ Duck oval ashtray by Verlys of Amer- 
ica, four inches high and five and a half 
inches long, retails for about $3.50 in 
etched crystal and $5 in opalescent. 





@ The “zephyr spotlight” replaces the 
old cover of an electric razor with a self- 
connecting cover containing a tiny but 
powerful spotlight. From Zephyr Mfg. 


Co., Manhattan Beach, Cal. 


@ The Kelton Drake men’s wrist watch 
by Ingersoll-Waterbury Co., is narrow, 
slender, curved and fitted with a 7-jewel 
movement. Retails with strap for $8.95. 


@ This masculine initial key tag, a prod- 
uct of Forstner Chain Corp., retails at 
$1.50, with any two initials and a choice 
of leathers. 
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@ Appropriate for either sex is this new 
lapel watch by Westclox. Finished in 
black leather with nickel trim and six- 
inch braided cord, it sells for $1.95. 





@ Glass Perma-Kandles, with an inner 
tube to hold oil and a wick, closely re- 
semble wax candles. Pair retails for $2. 
Domestic Industries Co., New York. 





@ From R. F. Simmons Co.’s summer line 
of gold filled buckles retailing at $3.50 to 
$6.50 and fine leather belts selling from 
$1.50 up. 





























HOW SMART JEWELERS ARE 


Building Sales 


Smart jewelers everywhere are recognizing that elec- 
trical appliances have everyday, practical sales 
appeal. Those offering time payment plans are in an 
excellent position to boost sales to present customers, 
and to attract new customers. Westinghouse offers a 
fast-moving, high quality traffic appliance line — 
and everything you need to build it into a big business. 
Write for details and promotion plans to Westing- 
house Elec. & Mfg. Co., Dept. 8258, Mansfield, O. 








sovse Westinghouse 








BACKGROUND 


Two men apply for a position. younger lacks. That is a long and 
Both seem equally qualified, successful background of experi- 
except the older man has a defi- ence. He has been proved. 
nite “something” which the He is the one you choose. 


Forty Years of Refining Service 


has given Hagstoz a background of experience—a host of satisfied 
customers which suggest your sending your next shipment of scrap. 
sweepings and filings to 


T. B. HAGSTOZ & SON 


(ARTHUR T. HAGSTOZ) 


Producers of GOLD — SILVER — PLATINUM AND THEIR ALLOYS — 
IN PLATE — WIRE AND BLANKS 





709 Sansom Street, Philadelphia, Pa. 


Buyers of PRECIOUS METAL SCRAP 
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JEWELRY, GEM CUTTING AND METALCRAFT 


Usually books on the kind of jewelry work understood 
as “craft jewelry work,” which is followed chiefly as a 
hobby or a subject for instruction in schools other than 
practical trade schools, are not very well fitted for use 
by those needing instruction in practical jewelry shop 
work. They deal largely with types of metalwork not 
like the jewelry handled in the trade. 

But we find an exception to this in a new book, 
“Jewelry, Gem Cutting, and Metalcraft,” by William 
T. Baxter and Henry C. Dake. 

This work contains sufficient explanation of tools, 
materials and methods just as used in trade shops, to be 
practically helpful for elementary instruction therein; 
and we can recommend it for apprentices as a reliable 
guide; besides there are features that might be helpful 
to journeyman workmen. There has been a scarcity of 
books on practical jewelry benchwork recently, since sey- 
eral have gone out of the market, and this new work will 
help to remedy the situation. 

The chapter on casting in sand moulds will be espe- 
cially welcome; this useful art has been neglected in some 
books, but is well explained in the one under discussion. 
Other chapters of practical value are those on identifying 
gemstones and on cutting the softer of these, which can 
be made use of in making alterations or removing minor 
damages and defects, refinishing, or alterations. Besides 
a full index, there is a good classified list of addresses of 
places for obtaining things used in doing the work covered 
in the book. 

There are 224 pages and 128 illustrations, exception- 
ally well chosen and executed to show proper equipment 
and its use. 

The price of the book is $2.50, upon receipt of which 
it will be sent postpaid, from J. C.-K.’s book department. 
Published by McGraw-Hill Book Co., New York. 


Practical Benchwork for Horologists 


“Practical Benchwork for Horologists” by Louis 
Levin and Samuel Levin, is a new book covering a 
remarkable range of details of watch repairing, even 
though the authors have kept the volume to a compact 
and convenient size which has been accomplished by a 
literary style that is as concise as it is clear. The names 
of the authors are sufficient to guarantee the authoritative 
nature of the contents of the book. At the same time it is 
written from a practical viewpoint, and should be helpful 
to watchmakers who wish to improve their knowledge 
and do better work day by day at the bench. 

Particularly should American watchmakers appreciate 
this book. It deals with tools in customary use in this 
country, as well as tells how to make some special addi- 
tions to outfits, that cannot be bought. The emphasis upon 
good tools and how to use them, shows the authors’ under- 
standing of horological literature of today; because it is in 
this that there is a great lack, in books now in the market; 
and in this matter, as in other phases the new book by 
the Messrs. Levin, will fill a great need. 
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The growing movement to elevate the ability of watch- 


makers, that has been expressed during the past 15 years | 
by the formation of horological organizations for this | 
urpose, and latterly by the beginnings of State licensing | 
of watchmakers, calls for every means possible for inform- 


pur 


ing watchmakers about the best tools and technic for 
their work; and “Practical Benchwork for Horologists” 
is an excellent contribution toward satisfying this need. 

The book contains 339 pages of text, 438 illustrations 
and a full index. The illustrations are of original merit 
as a means of instruction, and this, as well as the great 
number of them, makes the text notably interesting and 
easy to understand. It is priced at $5.00. (J. L. B.) 





Goldsmiths Co. to Hold Exhibition of Modern 
Silver Work in London 


Lonpon.—The first large-scale exhibition by the Gold- 
smiths’ Company in this country will open for two weeks 
at Goldsmiths’ Hall, July 4, when modern silver work 
in all its varying phases will be augmented by the loan 
of silver pieces by members of the British royal family. 

The comprehensive silver work display has been organ- 
ized by the Goldsmiths’ Company in the interests of the 
silver industry as a whole and should prove of particular 
interest to the jeweler who carries modern silverware 
lines in his store. Uses of the metal in public and every- 
day life and the progress made in recent years in hand 
and machine craftsmanship will be emphasized. 

King George is lending the Cup of Majesty com- 
memorating the Coronation. This cup, 


designed by | 





Frank Dobson, is housed with the Crown Plate at the | 


Palace of Holyroodhouse. 


Queen Elizabeth will con- | 


tribute the silver trowel designed by H. S. Goodhart- | 
Rendell and used by her in laying the foundation-stone of | 


the Princess Elizabeth of York Hospital. 





Table-Setting Contest 
(From page 39) 


champagne coolers were the center pieces. Lenox china; | 


sterling by Towle. 

Barker’s own table—Bridesmaid luncheon. 
china; Orrefors crystal, International silver. All coral 
and pearl decorations in pink, blue and white coral. 

Better Homes &% Gardens—Sunday supper at home. 
Minton china, Seneca glass, International silver. 

American Home—Spring breakfast in the country. 
Spode china, Finnish stemware, Gorham silver. 

Barker’s own table—Children’s Easter party. Modern 
California pottery by Vernon, cellophane mats, Reed & 
Barton silver. 

Homes of the West—California luncheon. Modern 
California pottery by Vernon, Fostoria stemware, Holmes 
& Edwards silver. 

House &§ Garden—Table of the month. Royal Doul- 
ton china, sterling by Wallace. 

Good Housekeeping—Formal English dinner. Royal 
Worcester china, Swedish crystal, sterling by Gorham. 

Barker’s own table—Debutante’s tea. Wedgewood 
china, International silver tea set, Wallace sterling table 
service. 

Barker’s own table. Silver anniversary dinner. Reed 
& Barton sterling plates, service and tableware; French 
crystal stemware. 
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BUYING OLD GOLD 
IS GOOD BUSINESS 
FOR EVERY JEWELER 


YOU ARE THE LOGICAL ONE 
to buy from the public. They have dis- 


carded rings, pins, watches, spectacles, 


chains, SILVER— PLATINUM, etc. 


FOR PROMPT SATISFACTORY 
RETURNS—SHIP DIRECT 





We do not employ 
traveling gold buyers 











ENCOURAGE PEOPLE TO GET 
VACATION MONEY for their 


old gold, etc. 


T &H Oo M a S J. 
DEE « CO. 
PRECIOUS 
REFINERS - 


'55 —E. WASHINGTON ST. CHICAGO 


METALS 
MANUFACTURERS 

















N.W.J.A. Convention 
(From page 25) 


sold to retailers, should he continue for 
any reason, to sell to any of those re- 
tailers at the same prices as to the whole- 
salers? 

“The answers were over 98 per cent 
‘No,’ evidently proving that wholesalers, 
practically without exception, believe that 
fair play by manufacturers means that 
if they sell through the wholesaler they 
should not sell to the retailer at all, or if 
any exceptions are made it should be 
only at prices the same as would be 
charged them by the wholesaler. 

“If a manufacturer who sells through 
the wholesaler establishes a contract in 
accordance with the present laws, is it 
sufficient to make that contract with re- 
tailers only? Ninety per cent said it was 
not sufficient. 

“Now a little about watches. 

“Is the extra long time offered by watch 
manufacturers on some bills necessary or 
desirable? 

“Here again it was about fifty-fifty. 
Half said ‘No’ outright. The rest, with 
some varying qualifications thought it 
was all right. 

“Have such terms, in your opinion, been 
a principal factor in breaking down the 
time limit on other lines? 

“Exactly 62 per cent said ‘Yes,’ one 
said ‘to a limited extent’ and the rest 
of the 38 per cent said ‘No.’ 

“Watch manufacturers’ recent policies 
seem to practically require the whole- 
salers to do their guessing for them. If 
that is true, do you think it would be un- 
reasonable for the wholesaler to be 
granted a small privilege of exchange at 
the end of the season, in order to place 
his watch stock in better balance? 

“On this one 62 per cent said it would 
be right to grant such a privilege and 38 
per cent were against it.” 


© © 


4d | 
White other industries 


have been spending millions of dollars 
in advertising to the public, the diamond 
industry has spent exactly nothing,” said 
William Gibson, of Cole & Young Co., 
Chicago, president of the National As- 
sociation of Credit Jewelers, in telling 
of the program of his association to ex- 


Format of “The 
Diamond Book,” 
being prepared by 
the National Asso- 
ciation of Credit 
Jewelers, for dis- 
tribution about 
Oct. 15. 





pand the old and create a new market 
for diamonds. 

“About the only diamond advertising 
is that done by individual jewelers. Their 


advertising is usually designed to bring 
in a larger portion of the diamond mar- 
ket that already exists. Little or nothing 
is done to create new sales—to get more 
people to want diamonds. 

“Our association has endeavored to 
have the diamond importers sponsor a 
national radio program each spring and 
fall, and while they agree the idea is 
splendid they feel it should be delayed 
until conditions improve. Their decision 
to defer action on the radio program, 
however, has caused us to decide to of- 
fer at once the book which we had pro- 
posed to use as a tie-in with the broad- 
casting. 

“This 20-page-brochure, which will be 
replete with illustrations in four-color 
offset lithography, showing the different 
cuttings of diamonds, handsome jewel 
creations, and famous diamonds of the 
world, is being offered to our members 
at the exact cost of production, which is 
six cents each in lots of 5000 or more. 

“It is planned to have these books avail- 
able for distribution to the public not 
later than Oct. 15, so they may tie-in 
with the Christmas trade. They are, 
however, equally valuable for use any 
time during the year. They should be 
featured in retailer advertising as a free 
gift to anyone who will come to the store 
and ask for it. I haven’t the slightest 
doubt that it will put any jeweler in close 
personal touch with dozens of prospective 
customers—many who might not come to 
his store otherwise. That’s why I am 
starting the ball rolling with my own 
personal order for 6500 copies of the 
booklet.” 


o 


4d 
Today controlled distribution” 


said Arthur P. Care, of E. W. Reynolds 
Co., Los Angeles, Calif., chairman of the 
Committee on Wholesaler-Retailer Re- 
lations, “has prevented in a large measure 
unfair underselling of the legitimate re- 
tail jeweler and we wholesalers, in our 
sincere desire to cooperate with them can 
do a great work by continuing and in- 
creasing our individual as well as our 
combined efforts to bring every manu- 
facturer from whom we buy into the 
controlled distribution field. In Cali- 
fornia this retailer protective work was 
started a long time ago and was greatly 
accelerated by the advent of the Codes. 

“From open hostility of former days, 
this thought, through a growing desire 
to cooperate on the part of the whole- 
saler, has culminated in the calling of an 
inter-trade relations council, consisting of 
men from all branches of the jewelry in- 
dustry in California—retail, wholesale, 
manufacturing and horologists. Its name 
is to be known as the ‘California Jewelry 
and Allied Trades Council.’ 

“Two retail committees have been ap- 
pointed to work with wholesale commit- 
tees, one in San Francisco and one in 
Los Angeles. All unfair practice com- 
plaints are registered with these commit- 
tees and all data furnished by the com- 
plaining retailer is carefully investigated, 
jointly. Through this activity a tight 
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cordon of rules has been placed volyp- 
tarily around the legitimate wholesaler, 
... Such close cooperation cannot help but 
iron out many difficulties and misunder- 
standings and heal many old _ sores, 
THINK what such cooperation would do 
if on a national scale! 

“The following are a few suggestions 
of the many ways members can assist 


ARTHUR P. 
CARE 
told of trade-wide 
cooperation in his 
native California. 





the retail groups in his section: By help- 
ful advice on balancing his stock, thus 
obtaining a larger turnover; advising the 
proper markups on unadvertised mer- 
chandise to insure sufficient profit to 
cover expenses and a reasonable profit; 
recommending the handling of only recog- 
nized responsible lines of merchandise; 
pointing out the dangers of price cutting; 
emphasizing the advantages of being on 
friendly terms with his competitors; 
showing him how to assist in fighting un- 
ethical competition, whether mail order, 
so-called industrial wholesaler racketeer, 
or false advertising schemes; awakening 
him to the need of supporting beneficial 
legislation and combatting the harmful 
kind.” 
© © 


dd 
Wile conditions throughout 


the industry are far from ideal,” said 
George A. Fernley, Philadelphia, secre- 
tary of the N.W.J.A., “a comparison of 
those existing today with the problems 
we faced eight or ten years ago will 
reveal gradual progress toward a better 
situation. 

“Manufacturers are acquiring a clearer 
understanding of the problems of our 
members and the reasons why they should 
actively endeavor to improve conditions 
surrounding the distribution of their 
products. Evidence of this better under- 
standing is found in the fact that 263 
manufacturers have voluntarily  an- 
nounced their sales and merchandising 
policies. Moreover, the position of the 
wholesaler is no longer challenged. The 
value of the necessary and essential func- 
tions he performs is universally ad- 
mitted. It is also becoming generally 
recognized that manufacturers and our 
members share a reciprocal opportunity 
to benefit from more wholesome coopera- 
tion, and we believe that the progress of 
the past ten years constitutes a sound 
foundation for the development of plans 
for a more equitable solution of our com- 
mon problems in the future... . 

“At Providence last June the follow- 
ing members were enrolled: Alex Swir- 
sky, Los Angeles; M. Schwab Co., Cin- 
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cinnati; The Gorenflo Co., Detroit; 
Blustein Co., Washington; Heller-Deltah 
Co, Inc, New York; Maurice J. 
Karpeles, Providence, and B. D’Elia & 
Son, New York. Since then membership 
applications have been received from: 
Ed. Cain & Co., Chicago; Ingersoll- 
Waterbury Co., Waterbury; Harry Gor- 
don, Philadelphia; Axel Bros., Inc., New 
York; Alex Lopatin, Philadelphia; House 
of Milner, Philadelphia; E. E. Fisher, 
Harrisburg; W. B. Kellogg Co., Inc., 
South Norwalk, Conn.; Carl-Art, Inc., 
Providence ; California Jewelry & Novelty 
Co. (Paramount Wedding Ring Co.), 
Chicago; J. M. Fisher Co., Attleboro, and 
A. Micallef & Co., Providence.” 


© © 


dd 

— are three types 
of wholesale distributors: General, ex- 
clusive and selective,’ said A. Blustein 
of Blustein Co., Inc., member of the Com- 
mittee on Federal Legislation. “To take 
the last one first—selective distribution 
means a carefully selected group of 


A. BLUSTEIN 
analyzed channels 
of wholesale dis- 

tribution. 





wholesale distributors, large enough to 
give the manufacturer sufficient coverage 
for his commodity. The exclusive method 
is for the distribution of the commodity 
through an exclusive plan. In this case 
a wholesaler is appointed a specific ter- 
ritory, and no other wholesaler may dis- 
tribute that commodity in his territory. 
The general type is wholesale distribu- 
tion with no specific policy at all. It’s 
hit or miss—and most often, miss. The 
manufacturer gives the line to anyone 
who wants it, and in addition frequently 
to undesirable outlets. 

“Your Committee on Federal Legisla- 
tion had made inquiries of various legis- 
lators, as to whether or not the Robin- 
son-Patman Act takes care of the so- 
called general distribution in the form 
as it exists. The answer, unfortunately, 
was ‘No.’ But the suggestion was made 
that if those wholesale distributors who 
feel that selective and exclusive distribu- 
tion is more profitable to the manufac- 
turer, the wholesaler and the retailer, 
would create sufficient public opinion on 
the matter, the proper legislation could 
be passed which would prevent com- 
modities from being thrown on the mar- 
ket promiscuously, with the attendant 
evils of price-cutting, and so forth. 

“In our case, however, we must con- 
sider the fact that while the wholesale 
distributor in the jewelry industry is do- 
ing an estimated $200,000,000 worth of 
business annually with an approximate 
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investment of $90,000,000, and the em- 
ployment of 3500 to 4000 persons, the in- 
dustry is still not big enough for special 
legislation. But, since wholesalers in 
other industries suffer from similar 
abuses, we might collectively call upon 
our legislators, and bring sufficient pres- 
sure to bear on Capitol Hill to enact the 
desired legislation.” 


.) © 
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A we need to do to 


improve cooperation between retailers 
and wholesalers is to continue along the 
lines we are now on,” commented Wil- 
liam D. McNeil of New York, president 
of the American Retail Jewelers Associa- 
tion and chairman of the Jewelers Pub- 
licity Committee, “as there is ample 
evidence in the recent past years, and to- 
day, of genuine cooperation resulting in 
many excellent things of advantage to 
our trade and industry. 

“I refer to the revised trade practice 
rules for the wholesale jewelry industry 
promulgated March 18 of this year by 
the Federal Trade Commission due to 
the initiative of your association and, in 
general, agreed to by representatives of 
our retail association. 

“These rules supersede the trade prac- 
tice rules promulgated by the commission 
for the jewelry industry under date of 
July 10, 1931, and so, at least as far as 
their main conditions and definitions are 
concerned, are binding on retail jewelers. 

“There are possibly a few changes that 
we might wish to have made. For in- 
stance, in relation to the definition of 
Oriental pearls to confine that term to 
natural pearls found in the Persian Gulf 
or the waters of Ceylon. 

“Some question has been raised relative 
to the advisability of retail jewelers be- 
ing bound by a regulation requiring the 
use of a ten-power loupe, as a minimum. 

“It seems also very advisable that an 
actual definition of a second hand watch 
be included in these rules, similar to the 
one in the New York State Second Hand 
Watch Law. 

“Other instances of cooperation within 
the trade and industry are shown in 
Commercial Standards for the marking of 
gold filled articles—CS 47-34; the mark- 
ing of platinum articles, CS 66-38, and 
the marking of karat gold articles, 
CS 67-38. These standards are of funda- 
mental value to all of us and the result 
of cooperation within the trade and in- 
dustry. «..<" 


© © 
= adopted at the 


convention: 

Expressed appreciation to those manu- 
facturers who have taken steps to insure 
equitable margins to their wholesale dis- 
tributors and urged others to promptly 
follow their example; 

Authorized the secretary to contact of- 
ficers of the National Wholesale Hard- 
ware Association and the National Elec- 
trical Wholesalers’ Association to de- 
termine a joint study of the cost of ser- 
vices performed in the distribution, at 
reasonable profit, of electrical clocks and 
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other electrical appliances, and to pre- 
sent the findings to all manufacturers of 
these products; 

Asked the Department of Commerce to 
list jewelry as a separate item, rather 
than combined with optical goods, in its 
monthly statistical reports on wholesale 
volume of business and collection per- 
centages, when the number of reports 
from wholesale jewelers reaches a satis- 
factory total, and also urged more mem- 
bers of the association to report their 
data to the Department; 

Urged the continued support of the 
Jewelers Publicity Committee by ll 
branches of the industry; 

Endorsed efforts being made to encour- 
age the Diamond Syndicate to promote 
the sale of diamonds in this country, and 
pledged cooperation with other groups 
to this end; 

Advised that manufacturers investigate 
the legality of extending quantity dis- 
counts by wholesalers, in order that they 
may assure wholesalers of their right to 
allow such discounts under the Robinson- 
Patman Act; 

Requested the material and supplies 
committee and the secretary’s office to 
promote the organization of local and 
sectional associations. 


© © 
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The Background and Utility 


of Credit Reports” was the subject of a 
talk by Walter Mitchell, Jr., of Dun & 
Bradstreet, New York City. Mr. Mitchell 
stated that 90 per cent of business in the 
manufacturing and wholesale end is done 
on credit. He asked the question as to 
what is wanted in a credit report and 
covered at length the many points that 
are essential. To him, credit extension is 
to be compared to an electrical circuit— 
the sales end of business representing the 
positive end of the circuit. 

Dun & Bradstreet’s divides the country 
into 29 districts—from which they are 
receiving regularly from their correspon- 
dents and every other available factor 
reports on consumer-spending. 


© © 
. S. Halligan, Hamilton 


Watch Co., Lancaster, Pa., covered in 
detail the Hamilton experience under the 
Miller-Tydings and State Fair Trade 
laws. Hamilton is operating in 17 states 
and having adopted a controlled distri- 
bution policy prior to the enactment of 
these laws, has been moving along satis- 
factorily. A letter sent out to Hamilton 
distributors asking various questions has 
guided the company in its decision, and 
Mr. Halligan seemed definitely convinced 
that while there are still problems exist- 
ing under the Fair Trade laws, that in 
the long run, the laws will be helpful to 
manufacturer, wholesaler and distributor 
alike—but that cooperation between all 
is absolutely essential to have this work 
out in a satisfactory manner. His opti- 
mism seemed to be based upon sound 
facts and the American sense of fair play. 
He aptly put it this way: “Pessimism 
leads to no desirable destiny.” 
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As you cruise through the ocean of giftwares dis- 
played at the Chicago Gift Show, you'll find your- 
self charting a swift passage to better sales and 
greater profits. Over 300 of the country’s leading 


manufacturers and importers of gifts, artwares, 
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and decorative home furnishings exhibit under « 


single roof at the Palmer House for your comfort 


and convenience in selecting your next season 


winners. You will be certain to profit greatly by 


carefully shopping this Show. 


CRUCAGO GLFT SHOW 


PALMER HOUSE 
AUGUST IST TO 12TH 





EASTERN MANUFACTURERS ano IMPORTERS EXHIBIT «1: | 


A. STANLEY BRUSSEL, President - S. CRAIG PRESTON, Vice-President 
GEORGE F. LITTLE, Managing Director - 220 Fifth Avenue, New York 
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CAPITALIZING 


ON CRYSTAL 


the crystal room was one of the first 
considerations when Schiffman’s, Inc., planned its new 
home, which today is without question one of the most 
attractive, best designed jewelry stores in the South. 

So popular and talked about was the crystal room in 
the old store which suffered a disastrous fire in August, 
1936, that it has been copied on an enlarged, modernized 
scale for the new Greensboro, N. C., establishment. 

The dimensions of this department appear to be con- 
siderably larger than they actually are, due to the optical 
illusion created by mirrors which have been used to cover 
every inch of the wall and ceiling surface. Likewise the 
large stock of glassware seems to be limitless to the cus- 
tomer who finds several images of the same object in the 
reflections. 

To reach either the crystal room or the repair depart- 
ment the customer must pass through the gift department, 
where in all likelihood her attention will be drawn to 
some object. 

There are mezzanines in the front and rear of the 
store. The latter is devoted to the sale of pictures, mir- 
rors, lamps and luggage, and to general office space, a 
ladies’ room and a comfortable lounge, where customers 
may meet friends and relax. The store is air-conditioned. 

In the gift shop knotty pine was combined with walnut 
for the fixtures. Elsewhere throughout the store the fix- 
tures are walnut. Colonial colors of blue, rose and green 
were used as background in the gift department. 

(Please turn to page 48) 
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@ Viewing the store 
from the front mez- 
zanine. Gift depart- 


@ The imposing fa- 
cade inspired by the 
Williamsburg _restor- 





a @ The crystal room, 
eee brightest spot in the 
tier, new Schiffman store. 
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ment in the rear. 


ations. 











Spode rose BRIAR 


Attractive display helps to make sales 


—but Spode quality makes customers. 


Sole Agents and Wholesale Distributors 
COPELAND & THOMPSON, INC., 206 Fifth Ave.,New York 

















NEW! BRILLIANT! 
OPTIC HOLLYWOOD VASES 


MIRRORED GLASS IN 
6 BEAUTIFUL COLORS 


SILVER, GOLD, BLUE, 
TURQUOISE, ROSE, GREEN 


TEN SIZES TO RETAIL 
FROM 50¢ TO $12.00 
IN STOCK — ORDER NOW! 


EBELING & REUSS, INC. 


MAIN OFFICE 


PHILADELPHIA CHICAGO 
707 Chestnut St. 1557 Merchandise Mart 


NEW YORK 
225 5th Ave. 

















One of the four island cases in the middle of the store 
is a novel perfume bar. 

In every department—silver, china, crystal and even 
perfume, accurate card indices are kept, recording the 
customer’s chosen patterns and preferences. This efficient 
service eliminates many “white elephant” gifts. 

One architectural feature of the store which is worthy 
of note is an 8-ft. octagonal room connected with the last 
two sections of the show window on the left side of the 
front door, utilized for a dinner table set with silver, glass 
and china, which is just as visible outside as in the store, 
This is possible without the slightest rearrangement of 
the regular jewelry, silver or gift windows. 

The office in the mezzanine, cashier’s office on the first 
floor and the shipping department in the basement are 
connected by a dumb-waiter. There is also direct com- 
munication between the first-floor room devoted to receiy- 
ing and delivering repairs and the shop at the rear of the 
mezzanine. 

A vault from a defunct bank, placed in the basement, 
has resulted in a tremendous savings in burglary insur- 
ance rates: $0.20 as compared with the old rate of $2.75, 

The gem section, the special province of Arnold A. 
Schiffman, is located just inside the front door, which is 
automatically swung open by the “‘magic eye” when a 
customer approaches. Here there are two commodious 
private rooms where gems can be leisurely and carefully 
inspected under a pure white light. 

Harold A. Schiffman, another son of the late Simon 
Schiffman who founded the business 45 years ago, is 
business manager. 


New York Gift Show to be Held at Hotel Pennsylvania 
Aug. 22 to 26 


HE value of gift shows is being realized more and 

more with the passing of each year and the manifesta- 
tion of the knowledge to be garnered from attendance 
at them. There are many features to the gift show which 
the old buyers realize and have begun to depend upon. 
They know from experience how much time is being 
saved for them by the grouping of manufacturers and 
importers under one roof. They also know how much 
time is being saved by the attractive displays which the 
importers and manufacturers are making of their mer- 
chandise that the buyer need not wrack the brain in an 
endeavor to visualize the merchandise in a proper setting. 
The buying trip at a gift show is one not only of busi- 
ness but also a pleasant renewal of business friendship, 
a time of relaxation test and amusement all sandwiched 
into the short time of the gift show—an impossible pro- 
gram at any other time or place. 

The New York Gift Show to be held at the Pennsyl- 
vania Hotel, August 22-26, is a semi-annual event con- 
ducted by the hundreds of members of the National Gift 
and Art Association and managed by the Little Manage- 
ment, Inc., and it attracts thousands of buyers from all 
parts of the country. 


The Chicago Gift Shows 
T has become almost a habit with jewelers in all sec- 
tions of the United States and even some from more 
distant points to look ahead each year to the credit jewelry 
and gift shows held in Chicago. While the jewelry show 
is of importance, it by no means eclipses the two big 
(Please turn to page 50) 
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People Will GO for the New Goods 
You'll Find at 


Se ea 


tailers again prove that the public is buying 


gifts and accessories, in profit- 
able volume —if the items are 
new and if they’re priced right. 

People aren’t interested in 
price cuts on old merchandise 
—but they can be lured and 
sold by fresh, unusual offer- 
ings, if priced to fit current 
conditions. And tenants of The 
Merchandise Mart are again 
evidencing, by the new goods 
now arriving for market dis- 


play, that buyers will find in 


@ Cheering reports from successful re- 





this building the 


creative leaders of the industry. And cre- 








DINNER DANCE 


Wednesday 
August 3 


at the new 


Merchants and 
Manufacturers Club 
right in The Mart 
» 

The 15th Floor 
Merchandisers Club 


CORDIALLY INVITES YOU 


When in New York visit 
the 225 Fifth Ave. 
Gift and Art Show 


August 22 to 26 








VISIT THE NEW NATIONAL HOME BUILDING 


THE MERCHANDISE MART 


The World’s Biggest Buying Center ° 


CHICAGO 





ative merchandise is what you 
will need this coming Fall! 

Keen, friendly competition 
among these leaders, big and 
small, has resulted in an almost 
endless array of fascinating new 
gift items and objects for the 
home that will brighten your 
shelves and your sales sheets. 
At this coming Show you'll be 
able to do a more successful job 
of buying in The Merchandise 
Mart than ever before. 


EXHIBIT — SEVENTH FLOOR 


Wells Street at the River 
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ARTHUR ARMOUR ALUMINUM 


THE ARISTOCRAT OF THE METAL LINES 


WILL BE DIS- 
PLAYED AT 
THE CHI- 
CAGO, NEW 
YORK, BOS- 
TON AND 
“PHILADEL- 
PHIA GIFT 
SHOWS 





COVERED CASSEROLE 
WITH PYREX LINER 


NEW CATALOG IN 
PREPARATION 


MANY -NEW NUMBERS AND DECORATIONS 
THIS SEASON 


_Because of Its Outstanding Superiority the 
Armour Line Has Been for Years the Favorite 
with High-Cless Retail Jewelers. 


Ay STANLEY BRUSSEL 


225 FIFTH AVE., NEW YORK CITY 


FAR WEST and ae COAST REPRESENTATIVES: 
TARA SALES CO.,843 So.LOS ANGELES ST.,LOS ANGELES, CALIF. 














HOLD UP EVERYTHING! 


AND GET SET FOR THE 
BEST DATE YOU EVER 
HAD IN YOUR LIFE! 





PRINCESS THE MOST 
BEAUTIFUL OF ALL! 





SO HOLD UP ON THOSE FALL 
BUYING PLANS .. WAIT FOR THE 
DANISH PRINCESS AND THE 
HOLMES & EDWARDS SALESMAN 


HOLMES & EDWARDS INLAID 


INTERNATIONAL SILVER CO., HOLMES & EDWARDS DIVISION, MERIDEN, CONN. 
Copyright 1938 *Reg. U.S. Pat. Off. 
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The Chicago Gift Show 
(From page 48) 
shows which open in the “Windy City” the first two 
weeks of August. 

The Chicago Gift Show, better known as the Eastern 
Manufacturers and Importers Exhibit, at the Palmer 
House, and the gift show at the Merchandise Mart are 
the magnets which will draw the attention of jewelers 
who have already a gift department, and will be of equal 
interest to those who are now contemplating opening 
such additions to their jewelry stores. Plans for these 
two shows are more elaborate than ever before, and jt js 
promised that the exhibits this vear will be bigger and 
better than ever. 

The gift show idea was started some 20 years ago and 
its popularity has resulted in increased attendance each 
spring and fall season with added exhibits, until the 
forthcoming shows are requiring a great deal of close 
attention to the details involved in staging such large 
undertakings. All indications now point to a record 
attendance of buyers for whom the show is perhaps one 
of the most important events of the business year. 

A visit to these gift shows is in a way an education in 
itself from both an artistic and merchandising standpoint. 
The jewelers who are planning to make Chicago their 
mecca during the first two weeks of August will be for- 
tunate in that they will have an opportunity to garner 
many new ideas which they can take back home and capi- 
talize in making their gift department more attractive. 








@ NEW CHINAWARE DESIGNS 

There is a beautiful new design in Lenox that has caused 
comment in the trade because it has a broad shoulder in dusty 
pink, then a center medallion that looks slightly modern and 
yet Swedish. Another distinguished design in Lenox has scenes 
of old New York for centerpieces in sepia tones on cream—an 
interesting variation here is that the soup bowls and certain 
incidental pieces have a Federal eagle and stars in gold for 
center medallions to complement the early scenes of service 
plates. 

The Wedgwood that lures us just now has the familiar em- 
bossed shoulder with wreaths of golden brown ivy and a band 
of gold. Also we have the Wedgwocd shell plates in white 
and pink. 

In Spode we are interested to see that a complete dinner 
service in the popular allover chintz design included divided 
vegetable dishes—a boon in the one-maid menage. These serv- 
ing dishes make it possible for two vegetables to be passed 
at once and would make nice separate gifts. Their designs 
would harmonize with many different patterns. Another Spode 
design that would delight many a dining table is developed in 
the old Lowestoft shapes, especially nice in tea sets, which in- 
clude a tea caddy; the colors aré soft and cloudy: = 


@ PARIS SOUNDS NEW LUXURY IN’ FALL HANDBAGS 


Handbags for fall point to an era of unprecedented 
quality in style, media, design, and outstanding luxurious ap- 
pearance. With ivory, ebony, and rich enamel tones lending 
their decorative note to both glazed and dull leathers, the signs 
are all toward a coming season rich in originality and beauty 
of design and material. 

As a matter of fact, when the haute couture peices inter- 
ested in an item there is no limit to its heights of luxury. 
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“Going to New York on 


business or pleasure?” 


“Both! You see I'm a 
buyer for one of the largest 
stores in my town, and I'm attending the New 


York Gift Show at the Hotel Pennsylvania. In a 


few days there | can see all the latest wrinkles 


in the industry.” 


NEW YORK. 
Tam 


HOTEL PENNSYLVANIA 
AUGUST 22, to 261: 


»SPONSORED BY THE NATIONAL GIFT AND ART ASSOCIATION, INCORPORATED 
GEORGE F. LITTLE MANAGEMENT, INC. * 220 FIFTH AVE., N. Y. 


THE JEWELERS’ CIRCULAR-KEYSTONE 51 
for July, 1938 








‘ 








Vol. 108 


JULY, 1938 





Court Hands Crushing Blow to Wholesale-Retailing; 


Sustains F.T.C.’s 


‘The “ cease and desist” order against the L. & C. Mayers Co., Inc., 
New York, by the Federal Trade Commission has been affirmed by 


the U. S. Circuit Court of Appeals. 


This unanimous decision by the Second Circuit Court, in New York City, on 
June 6, proves of great moment not only to the jewelry industry — manufacturers, 
wholesalers and retailers — but to numerous allied trades which have been following 
the proceedings through six long years of litigation. 

“The decision itself is monumental, representing a legal and social attitude toward 


ethics in all distribution,” 


— the statement of the National Retail Furniture Associa- 


tion — is one which has been echoed throughout the jewelry trade and similar fields 


of merchandising since the court’s edict. 


While this decision is the successful culmination of years of effort in this industry 
to weed out the obnoxious practice of wholesale-retailing, or more properly retail- 
wholesaling, it gives promise of being the keystone upon which will be built many 


future actions. 


Unfair competition in selling at retail 
by this firm, ostensibly wholesalers, was 
stated in the opinion of the court as the 
gravamen of the complaint. The Com- 
mission argued that the Mayers company 
was selling “to ultimate consumers and 
that in aid of such sales it uses catalogs 
designating itself as a wholesaler and 
that the purchasing public regards it as 
such—one selling to retailers at a price 
lower than the price at which the retailer 
sells; that customers infer from this rep- 
resentation that they are buying at the 
prices at which retailers purchase, there- 
by saving an amount equal to the retail- 
er’s profit, and that the price as fixed in 
the catalogs are wholesale prices; but 
such is not the fact and the customer 
purchaser is thereby deceived.” 

“Tt is the character of sales to the 
trade that makes and distinguishes a 
wholesaler,” reads the Commission’s de- 
scription of a wholesaler. This descrip- 
tion, a vital point in the commission’s 
brief, was: 

“A wholesaler of jewelry is one who sells 
to the trade for resale and seldom, if ever, to 
the purchasing public, with the exception tiat 
sales to industrial concerns, public utilities, 
banks and other similar organizations, which 
purchase in quantity lots, t.e., simultaneous 
2 Sqles- of. more than one of a given item, not for 
“resale, «but for use by organizations, are con- 
Sidered as wholesale transactions.” 


The court’s decision says on this score: 


“* * * The evidence of experts as well as of 
other manufacturers and jewelers justifies the 
conclusion of the respondent (Commission) that 
the petitioner (Mayers & Co.) was not a whole- 
saler. Such false and misleading representa- 
tions which have a tendency and capacity to 
induce the purchase of petitioner’s products in 
preference to the products of otners (com- 
petitors) constitutes unfair competition within 
the meaning of Section 5 of the Federal Trade 
Commission Act.” 


The opinion further states: 

“The groups to whom the petitioner (Mayers) 
is directed not to sell representing itself as a 
‘wholesaler’ are consumers.’ 

The order of the F.T.C. was directed 
against three of the seven classifications 








of business done by the Mayers firm, 
which were: 

“(1) Sales to industrial concerns, public 
utilities, banks and other similar organizations 
of articles not for resale but for use by such 
organizations where the sales are not in quantity 
lots; 

(2) Sales to industrial concerns, public util- 
ities, banks and oti.er similar organizations buy- 
ing merchandise not for resale but for the bene- 
fit of their employees, the merchandise being 
shipped by respondent directly to the employee 
for whom the merchandise is ultimately intended 
or to the organization purchasing tie same, the 
organization paying the respondent therefor 
with its check and obtaining reimbursement from 
the employees, or the employees’ money orders 
or personal checks being forwarded to the re- 
—" by the organization making the pur- 


N73) Sales to the mutual buying clubs main- 
tained by fraternities, colleges or universities 
and to the employees of industrial public utility 
or similar organizations of articles purchased 
for the purpose of obtaining benefits in price 
and otherwise of such buying, where the mer- 
chandise purchased by such purchasers ts not 
resold, but is applied to their own use or to the 
use of such organizations.” 

The order as affirmed also sets forth 
a fourth group which prohibits sales not 
in quantity lots to individuals where the 
goods are not to be resold. Apparently 
this was intended to apply to a strictly 
retail type of business. 

Other phases of the company’s busi- 
ness are unaffected by the order. 

Evidence was produced to show that 
$569,000 of the company’s total sales of 
$1,035,000 between Oct. 1, 1930 to Oct. 
30, 1931, fell into the aforementioned 
second classification. 





Test Case Against Mayers Firm, 
ANRJA Victory, Dates from 1931 


No other matter in the history of the 
jewelry trade in this country has com- 
manded more universal interest than the 
practice of wholesale-retailing. 

It must be remembered that the L. & C. 
Mayers Co. was not a lone offender in 
this respect, but was singled out to make 
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Order Against L. & C. Mayers Co. 


a test of the alleged unfair practices jp- 
volved, which had existed so long and 
had become so much a part of the busi- 
ness of a number of jewelry wholesaling 
houses that there was sentiment on the 
part of many that nothing could curb or 
eradicate them. 

It is interesting to note that the very 
first issue of THE JEWELERS’ CIRCULAR in 
1869 contained an article on “Wholesale- 
Retailing.” 

This unethical practice was conducted 
in wholesale establishments, which sold 
goods at retail as a side line, until after 
the World War, when many of them be- 
gan to extend their activities by publish- 
ing catalogs, using the descriptive term 
“wholesale jewelers” and _ establishing 
false and misleading “list prices,” from 
which a discount of 50 per cent was al- 
lowed. This latter was to convey to the 
ultimate consumer the impression that he 
was buying goods for which the retailer 
would charge the full list price, for one- 
half of that price, which was presumably 
“wholesale.” 

In the fall of 1930 the late Edwin F. 
Lilley, then president of ANRJA, after 
consultation with his executive commit- 
tee instructed Charles T. Evans, secre- 
tary, to initiate a vigorous campaign 
against this trade evil. Upon receipt of 
the opinion as to procedure, of counsel, 
Felix: H. Levy, the campaign was begun 
on Jan. 1, 1931. 

Members of the association quickly 
responded with a mass of information 
and on May 5 the committee had suf- 
ficient evidence on which to base a formal 
complaint to the Federal Trade Commis- 
sion, which was done by Wilson A. 
Streeter, president of Bailey, Banks & 
Biddle, Philadelphia, chairman of the 
legislative committee, and Mr. Levy. At 
this appearance before the F.T.C. briefs 
prepared by Messrs. Streeter, Levy and 
Evans were offered in evidence and sup- 
ported by oral presentation. 

A necessarily long investigation was 
instituted by the F.T.C. 

Many retail jewelers manifested their 
keen interest in proceedings by testify- 
ing at hearings held in Washington, Chi- 
cago, Philadelphia and Boston subsequent 
to the Commission’s acceptance of 
ANRJA’s complaint on June 9, 1932. 

In the meantime President Lilley had 
died and William D. McNeil had suc- 
ceeded him as head of the association. 
During the early years of the case the 
work was handled by the legislative com- 
mittee and the ANRJA office. Later a 
committee on  wholesale-retailing was 
named with Phineas Peters, of Brooklyn, 
as chairman. Kenneth I. Van Cott of 
Marcus & Co., New York, succeeded to 
this position and much credit is due them 
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and the very efficient committee which 
worked with them. ; 

This salient victory in the long, drawn- 
out proceedings, which at times, to those 
who were uninformed, seemed to be 
mired in a legal morass, is due in great 
measure to Edward L. Smith, ace at- 
torney of the Commission who has been 
in charge of the case since June, 1933. 

Through its membership in the Retail- 
ers’ National Council, ANRJA enlisted the 
aid, support and cooperation of the Na- 
tional Retail Dry Goods Association, the 
National Retail Furniture Association and 
others which recognized their debt to the 
jewelers’ association for its courage and 
jnitiative in tackling this problem. 


“It is our intention to capitalize the 
gains already made by presenting com- 
plaints against other similar offenders to 
compel them to accept a similar cease 
and desist order, and furthermore to 
make new complaints against the use of 
false and misleading price lists which 
was included in our original complaint 
but passed over by the Federal Trade 
Commission in its original cease and 
desist order,’ announced Secretary Evans. 


“The victory already achieved,” con- 
tinued Mr. Evans’ statement, “is the re- 
sult of organization, ANRJA’s state and 
local officers promptly and effectually re- 
sponded to our request for cooperation in 
the securing of evidence and in supplying 
witnesses. The National Wholesale 
Jewelers Association, the New England 
Manufacturing Jewelers’ & Silversmiths’ 
Association, individual manufacturers 
and wholesalers have all been most re- 
sponsive to the urgency of our campaign 
in this matter. 

“We cannot list all who have co- 
operated but we do wish to especially 
mention the support of the trade papers 
from the inception of this campaign, and 
the interest and untiring efforts of Mr. 
Levy, which contributed greatly to the 
successful conduct of the case.” 





Henry A. Norton Dies; Was Officer 
of R. Wallace & Sons Mfg. Co.; 
Headed Silversmiths Guild 


WALLINGFORD, CONN.—Henry Austin 
Norton, secretary and director of R. Wal- 
lace & Sons Mfg. Co., Inc., and im- 
mediate past-president of the Sterling 
Silversmiths Guild of America, suc- 
cumbed to a long illness, Saturday morn- 
ing, May 28, at his residence, 319 S. 
Main St. He was aged 64. 

The oldest of four children of John 
Norton, a skilled artisan in the Britannia 
metal industry, Mr. Norton was brought 
to Wallingford from his native Birming- 
ham, England, at the age of eight. After 
his graduation with high honors of the 
class of 1888 from the old North Main 
High School, Mr. Norton entered the of- 
fice of the R. Wallace & Sons Mfg. Co., 
just 50 years ago. 

His devotion to duty in the billing de- 
partment and in other routine office work 
won him a position in the sales depart- 
ment in which he showed great interest 
and adaptability. His ability was recog- 
nized and in 1906 he was honored with 
the position of sales manager. It was 
on Dec. 30, 1929, that he was elected sec- 
retary of his firm. 

He was an active churchman, and in 
Masonry was advanced to the 32nd de- 
gree. He was honored with high office 
in all of his numerous fraternal affilia- 
tions. He also took an interest in Rotary, 
serving as a member of the International 
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Service Committee. He was a member 
of the Court of Burgesses and chairman 
of the board of trustees of the Walling- 
ford Sinking Fund committee. 

Henry Norton was a man of sterling 





HENRY AUSTIN NORTON 


quality—a valued member of his com- 
munity and the silver industry. He is 
survived by his wife, Ellen Jane Hall 
Norton, and two sons, John, a junior at 
Yale, and Austin, a student at Choate 
School. 





F.T.C. Charges Misrepresentation by 
Bonded Jewelers of America and 
Gold Standard Watch Co. 


WASHINGTON.—Two complaints charg- 
ing unfair cumpetition through misrepre- 
sentation in the sale of watches and 
jewelry, have been issued by the Fed- 
eral Trade Commission. 

The respondents in one case are Ed- 
ward W. Bullock, 328 Chestnut St., Phila- 
delphia, trading as Bonded Jewelers of 
America, and Gladys Johnston, who is 
described as being closely associated with 
the business conducted by Bullock. In 
the other case the respondents are Brad- 
ley Boston, Inc., National Bank Build- 
ing, Newton, Mass., and National Watch 
Company, Waltham, Mass., both trading 
as Gold Standard Watch Co., and Peter 
Turchon, president of the two Massa- 
chusetts companies. 

Advertising in newspapers and by 
means of direct-by-mail and other circu- 
lar matter, the respondents in the Bonded 
Jewelers of America case are alleged to 
have made representations to the effect 
that they operate a factory; that their 
business is bonded; that they give wrist 
watches free and without cost or con- 
sideration with the purchase of a simu- 
lated diamond ring; that such ring is 
finished with white gold and that several 
thousand rings so finished are given free 
without consideration or limitation, upon 
the deposit of 10 cents as a mere evidence 
of good faith, when such are not the 
facts. 

The Massachusetts respondents, through 
their advertising, are alleged to have 
represented, directly and by implication, 
that certain of their products described 
as “railroad” or “engineer” watches are 
equal in quality and value to watches 
used on railroads which must pass a 
rigid inspection periodically; that such 
watches may be used by railroad em- 
ployes and will pass regular railroad 
watch inspections and that certain other 
of the respondents’ watches and other 
merchandise are given free and without 
cost, when such are not the facts. 
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PROFIT MAKING 
SPECIAL 


Special No. 10X —«/o size, 7 
jewel Elgin or Waltham Man’s watch in 
Star 10K yellow gold rolled plate case, 
steel back. Complete with leather strap 
and gold filled attach- 

$6.75 


Same with 15j. movement, $8.75 


With leather cord band as illustrated 
75 cents extra 


Send for our new 1938 24 
page catalog illustrating hun- 
dreds of exceptional values 
in high grade reconditioned, 
guaranteed watches. 


WEKSLER & GOODMAN, Inc. 


Distributors of Keystone, Star, Belove, 
Master and |. D. Watch Cases 


5 South Wabash Ave., Chicago, Ill. 











NOBLE 


JEWELRY FINDINGS 
for Manufactaring 
and Repair Work 


F. H. NOBLE & CO. 


Manufacturers 


559 W. 59th Street; CHICAGO 























Dunkirk 


A POPULAR PRICED 
STERLING LINE 
OF QUALITY 


* 

Sf you need 
Tea Sets (old or neu) 
hanging in price 
from $75 to $1500 
White us 
Send for photos 


GOLD RECOVERY & 
REFINING CORPORATION 


53 W. 47th ST.. NEW YORK CITY 


Gold & Silver Charms 
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Write for complete catalogue 


Simons Bros. Company 
269 S. 9th St. Philadelphia, Pa, 








| bined with gold 
| stamped with the karat mark indicating 
| the fineness of the gold in conjunction 





New “C.S.” Governs 
Marking of Goods 
Made of Platinum | 


Stamping regulations for articles made | 
of gold and silver date from the Middle 
Ages. Not so, however, with that metal 
of more recent use in industry and 
jewelry—platinum. 

June 20 therefore was a red-letter day 
in the history of stamping, for Com- 
mercial Standard 66-38 became effective 
throughout the United States in the pro- 
duction of articles made wholly or partly 
of platinum. Retailers have another 
year to clear existing stocks not made in 
accordance with the standard. 

Jewelry Crafts Association members 
are now stamping their invoices apper- 
taining to platinum articles with the fol- 
lowing guarantee: 


“The Company guarantees this 
article to be marked for quality in strict 
accordance with Commercial Standard 
CS66-38, as issued by the National Bureau 
of Standards of the U. S. Department of 
Commerce.” | 


This standard requires that articles 
may be stamped “platinum” or “plat,” 
provided all parts of the article purported 
to be of platinum shall constitute at least 
985/1000 parts platinum. If platinum as- 
saying 985/1000 parts pure has been com- 
the article must be 





with the word or abbreviation of plati- 
num, as “14 K & Plat.” When platinum 
is alloyed with iridium, palladium, ruthe- 
nium or osmium, these articles must be 
marked in fractions designating the con- 
tent of these metals. Merchandise bear- 
ing quality marks must also be stamped 
with a registered trade mark. 

The Jewelry Crafts Association of 
which William B. Ogush of Katz & 
Ogush, Inc., is president, sponsored the 
commercial standard. Secretary Henry 
L. Sperling wrote members: - 

“It is the hope of your association, 
that the adoption of said Commercial 
Standard will have the desirable effect 
for which it was intended, namely: to 
compel the unscrupulous manufacturer 
and the chiseler in such states where 
there are no platinum quality stamping 
laws to properly mark for quality their 
platinum merchandise, or else be sub- 
jected to prosecution by the Federal 





REWARD! 


.... for Careful 
Jewelers .... 


Every year since 1914 care- 
ful jewelers insured in the 
National Jewelers Mutual 
have received dividends 
averaging 331/3% — a 
worthwhile saving on the 
cost of their Fire Insurance. 


We'll be glad to explain 
how you may become elig- 
ible for a similar "reward" 
—Write today! 
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Trade Commission.” 





G.I.A. Awards Certified Gemologist 
Titles to Five Jewelers 


Los ANGELES.—The coveted title of 
Certified Gemologist has been won by five 
more jewelers, situated in as many 
states. The Gemological Institute of 
America last month announced that ex- 
aminations had been passed by the fol- 
lowing: 

Glynn Cremer, of La Crosse, Wis. 

W. J. Glick, of Junction City, Kans. 

H. I. Rosencrans, of Longmont, Colo. 

< Arnold Wood, of Poughkeepsie, 
NM. Y. 

C. I. Josephson, Jr., of Moline, III. 

Mr. Cremer’s Certified Gemologist 
title is No. 36, Mr. Glick’s is No. 37, and 
thus Mr. Josephson becomes the fortieth 
individual to win this distinction since 
the title was established several years 
ago by the G.I.A., of which Robert M. 
Shipley is president. 
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The Spirit 
of Service 


issincere and spontaneous 
at the Lexington. You'll find 
it a refreshing innovation 
in a large,modern hotel... 
801 comfortable rooms with 
tub and shower bath, and 
radio from $3.50. 


Visit the Famous 


Mpustiy Loom 


@ On your next trip to New York 
be sure to see Manhattan's most 
unique restaurant. An authentic 
Hawaiian setting, even to a trop- 
ical hurricane. It has “taken the 
town by storm.” Dining and danc- 
ing nightly. 


HOTEL LEXINGTON, 


LEXINGTON AVENUE at 48th STREET 
NEW YORK, N. Y. 


Charles E. Rochester, Managing Director 
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NEW YORK: 


ohn T. Gordon has taken an ofhce at 
42 W. 48th St. for the sale of jewelry and 
‘precious stones. . 

Charles Barnett, head of the diamond 
firm bearing his name at 580 Fifth Ave., 
sailed on June 15 for a four weeks’ visit 
to the diamond markets. 

Samuel Soloder head of S. Soloder, Ine., 
Broadway and 76th St. for many years, 
has sold out on account of ill health. His 
successor is Max Schnitzer. 

Bernard Landau, importer of pearls and 
precious stones, 608 Fifth Ave., returned 
from a two months’ stay in the Euro- 
pean gem markets on June 13. 

Mildred Klinick, daughter of George 
J. Klinick, secretary of the Heller Hope 
Co., 2 W. 46th St., and Mrs. Klinick, was 
married June 19 to Sidney J. Kreiss, 
Brooklyn. 

Circle Watch Corp., now located at 254 
W. 54th St., will move Aug. 1 to larger 
quarters at 1819 Broadway. P. R. Myers, 
chairman of the board, will return from 
Europe July 20. 

David Pfeffer Co., Inc., findings manu- 
facturers, 106 Fulton St., will be closed 
from July 2 through 11 for the employes’ 
vacation period. The company has ap- 
pointed Sydney Schienberg to its sales 
force. 

Freudenheim Bros., Inc., 2 Maiden 
Lane, distributors of Hamilton watches 
in Zone 1, and of Elgin watches, has been 
appointed factory distributors of Reming- 
ton Rand Close-Shavers to serve the trade 
in the metropolitan area. 

Mrs. Louis Bendheim, wife of the 
well-known jeweler at 9 Maiden Lane, 
and sister of Max Z. Stein, Mr. Bend- 
heim’s partner, who had been ill for 
years, died June 14. Other survivors are 
three daughters and a brother, Dr. Her- 
bert E. Stein, a surgeon. 

John L. Christie, who since 1917 was 
chief metallurgist in charge of the labo- 
ratory of the Bridgeport Brass Co., on 
June 1 became assistant to Robert H. 
Leach, who recently was elected vice- 
president of Handy & Harman in charge 
of production and research. 

J. P. V. Heinmuller, president of 
Longines-Wittnauer Co., and Morris 
Guilden, treasurer, have returned home 
after visiting the factory in St. Imier, 
Switzerland. Mr. Guilden said that the 
factory is operating at top speed and 
producing at the same rate 1s last year. 

J. Walter Stewart, +2, Allenhurst, N. J., 
who was connect.d with the New York 
wholesale jewelry trade for many years, 
died suddenly on June 17. The deceased 
was in business for himself in recent 
years, and previously was associated 
with LeCount & Sims, and Stewart & 
Weeks. 

Maurice Handman has come from the 
home office of the Imperial Pearl Syndi- 
cate, sub-division of the American 
Jewelers Bureau, Inc., in Chicago, to 
assume charge of the Manhattan office, 
which has been moved from 48 W. 48th 
St., to 607 Fifth Ave. Mr. Handman will 
cover the Eastern territory. 

Revisiting New York last month for 
the first time since his original visit 25 
years ago was Charles Rosenblum, owner 
of a diamond factory in Antwerp, ac- 
companied by Mrs. Rosenblum. Vaca- 
tioning, they visited eastern Canada, 
Washington, D. C. and other points be- 
fore returning to Europe early in July. 
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Frank T. Worthington, 48, assistant 
secretary-treasurer of LeCount & Co., 13 
Maiden Lane, since the organization of 
the firm in 1930, died June 17, after an 
illness of several months. Mr. Worthing- 
ton, an expert engraver, had formerly 
been connected with LeCount & Sims, 
International Silver Co. and Gorham Co. 

Mrs. Ernest M. Currier has arranged 
with the Southworth-Anthoensen Press of 
Portland, Me., to publish “Authoritative 
Marks of Early American Silver,” by the 
late Ernest M. Currier, of Currier & 
Roby, Inc. The book will be published 
about Oct. 1, 1938, with approximately 
260 pages and 1500 marks. The edition 
will be limited to 750 copies, printed on 
rag paper and bound in buckram. 

Benrus watch salesmen covering terri- 
tories east of the Mississippi met in the 
home office in New York, June 20 for 
their semi-annual four-day sales meet- 
ing. New models of the Signet watch, 
the watch with the wearer’s initials, were 
introduced for the Christmas season. 
Plans for radio, newspaper, window dis- 
play and direct mail advertising during 
the fall were discussed. 

Answering the demand for mono- 
grammed jewelry, the Capital Mfg. Co., 
74 W. 46th St., has obtained a patent on 
a man’s finger ring, saw pierced and 
hand made with all surplus stock re- 
moved from two or more initials, which 
are thus made extremely legible. The 
ring comes in 14 karat yellow gold and 
14 karat on sterling silver, and the let- 
ters may be set with diamonds or colored 
stones. 


George Gruen, secretary of the Gruen 
Watch Co., Time Hill, Cincinnati, O., 
and Mrs. Gruen, sailed June 15 on the 
Deutschland for several months’ sojourn 
in Europe. They plan to spend most of 
the time in Switzerland and Germany. 

Bert F. Young, of Jules Franklin, Inc., 
gem dealers, 608 Fifth Ave., sailed 
June 11, on the Champlain for a six 
weeks’ tour of the precious stone markets 
of London and Paris. 

E. S. Feinstein & Co., manufacturers of 
men’s and women’s rings and crosses, 
lockets, chains and zircon jewelry, have 
announced the purchase of the entire 
Heller zircon division from L. Heller & 
Son. The former company will continue 
to manufacture and distribute Heller 
Royal genuine zircon and gem genuine 
zircon rings. Dealer helps include na- 
tional advertising, displays and trays for 
windows and showcases, newspaper mats, 
and a sign. 

The Society of Designer - Craftsmen 
will have the use of space in the mag- 
nificent Federal building at the New 
York World’s Fair in 1939. This space 
is made available at no charge and is to 
be furnished and decorated by work 
representative of the best contemporary 





art and craftsmanship. Officers and craft | 


representatives have been selected. The 
craft representative of the jewelry and 
silversmiths trades in the government 
building is C. A. Jakobb. 

William Barthman, grandson of the 
man of the same name who established 


the old and well-known retail jewelry | 
house at Broadway and Maiden Lane, | 


was elected a trustee of the Title Guar- 
antee & Trust Co., on June 21. The 
Barthmans for three generations have 
been closely allied with military organi- 


55 


“ORIENTA” 
CULTURED PEARLS 
of QUALITY 


y Cm - +> 
LEAL S Vp f41, 
— 








EACH PIECE A WORK OF ART 
G. WENZ 


48 West 48th St. New York City 
Antique Rings, Bracelets, Clip and 
Flower Broaches 
Enamel Work a Specialty 








“JADE” 


“The Gem Of Ages”’ 


We carry a complete line of Jade in 
various sizes and shapes. Should you 
have difficulty in obtaining the Jade 
you desire, please write us as we can 
fill your every requirement. 


CHINESE GEMS CO, 


20 West 47th St. New York 








UNUSUAL GEMS 
Bought and Sold 


STEPHEN VARNI CO. 
580 Fifth Ave. New York 
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ENCRUSTERS 


BRAUNFELD @ MEHLMAN 
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Diamonds, Pearis, Precious, 
Synthetic & Imitation Stones 
S. NATHAN & CO., Ine. 


71-73 Nassau Street. New York 


Orders for Jobbing Stones and covteare 
Work Carefully and Promptly Fitt 





Diamonds 
and 
Diamond Mounted Jewelry 
WHITELAW BROTHERS 


Diamond Importers and Cutters 
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37 MAIDEN LANE 


H. KUR 3 NEW YORK, N. Y. 


BUY DIRECT FROM IMPORTER 
SPECIALLY REDUCED PRICES ONTIL LABOR 
DAY, SEPTEMBER 5, 1938 


FINISHED BALANCE STAFFS 


Elgin, 
other American Watches. ro: 
in stock, over 300 different sizes, 
models and lignes. 

Per dozen (not less of one kind).. §$ .25 
12 dozen, 1 dozen or more of each 

eee eae 2.40 
Per gross (not less of one kind).. 2.00 
50 gross Balance Staffs .......... 87.50 
mae eng of Balance Staffs 

for A.S. or OVA or GRUEN 
Watches, A. Baguette to 10/2 
ligne. Each assortment contains 

i _ ar models. Asst. 0 

-$1.00. Asst. of 6 dozen 1.50 
Balance Staff “ter “swiss: Watches. 
ferent models from 2'/2 ligne Soete to 
13 ligne. Per assortment of 6 doz 
CABINET of 144 Dozen Balance Staffs, 144 
different kinds for Swiss Watches or for Swiss 
and American Watches, { dozen of each kind. 
Each size or model in separate, celluloid, 
rust-proof bottles, fitting approximately 200 
DIFFERENT MOVEMENTS, from ane 


to 16 size. Per assortment of 144 dozen.. 28.80 
Per assortment of 144 half-dozens ...... 16.00 
Also in stock STEMS for SWISS Watches. 

Per Geren Of O90 RINE ..ccccresccccccccece -20 
Per gross (not less of one kind) .......... 1.50 
Assortment of 12 dozen, { dozen or more of 

EE SO rere 2.00 


ASSORTMENTS of STEMS for A.S., or 

ate +e) or GRUEN Watches, from Baguette 

te 10% ligne. Each assortment contains 

12 different models. Asst. of 4 dozen...... 1.00 
BALANCE HOLE JEWELS fer American 
Watches, —. grade quality, per dozen... 75 
HIGH GRADE QUALITY OF MAIN- 
SPRINGS, for Swiss Watches, per dozen.... ‘ 
For American Watches, per dozen ........ 1.10 


Shipped C.O.D. or against payment in ad- 
vance. Postage Charged. 














STOP WATCHES 


Low-Priced Line. 

7 Jewels—Popular Sellers. 
Fully Guaranteed. 
Write for free Catalogue 
No. C-7 


BRENET WATCH CO. 
266 W.40th St.,New York 
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zations of New York and the present 
William Barthman was cited twice for 
distinguished service in the World War. 
He is associated with many clubs and 
fraternal organizations of the city. 
After a visit to watch and clock manu- 
facturing concerns, jobbers and retail 
jewelry stores of the Eastern United 
States and Canada, Hugo Buchser, of 
Geneva, Switzerland, publisher of the 
Buyers’ Guide for the Watchmaking and 
Allied Trades, sailed for home, Wednes- 
day, June 15, aboard the Normandie, 
completing his first trip to this country, 
begun two months ago. He was inter- 
ested in the American production methods 
in not only the watch ‘and clock industry 
but in the Ford, General Motors, Stewart- 
Warner and General Electric factories. 


Twenty-five Manhattan watchmakers 
joined the Watchmakers’ Guild of 
Greater New York, an independent or- 
ganization whose principal aims include 
the elimination of price-cutting and of 
misleading repair advertising, at a meet- 
ing June 15 at the Belmont-Plaza Hotel. 
About 40 watchmakers of the Bronx are 
members. Jacques LeRoy, vice-president 
of the H.I.A., who became a member of 
the guild that night, Harry B. Kahn, 
guild president, and Philip Jacobson, at- 
torney, spoke. Orville R. Hagans, ex- 
ecutive secretary of the United Horologi- 
cal Association of America, who ad- 
dressed an earlier meeting of the guild 
on May 25, pointed out that the proposed 
state law licensing watchmakers would 
prohibit fraudulent advertising and erad- 
icate some of the worst evils besetting 
the profession. 


J. L. Roehrich, of Cartier, Inc., was 
re-elected president of the Horological 
Society of New York, June 6 at the last 
meeting until September. Also re-elected 
were F. L. Semon, vice-president; F. 
Knoll, treasurer, and J. L. Gruener, sec- 
retary. E. Stein and A. Frey were named 
librarians, M. Klein and I. Lemer, 
trustees, and A. Parks, H. Morriss, H. 
Fried, W. Hoffsommer and M. Schwartz, 
members of the executive committee. 
Prizes for the best answers to technical 
questions ‘conducted during the last year 
were awarded as follows: First, $15, to 
J. Hollywood; second, $10, to M. J. 
Schwartz; third, $5, to H. Pfarrer, and 
fourth, $5, to W. Schmitz. So popular 
were the technical questions that it was 
voted to continue them next year. Presi- 
dent Roehrich announced a drive to 
certify members into the H.I.A. 


The supreme court, appellate division, 
recently awarded judgment. to L. W. 
Sweet & Co., Inc., 170 Broadway, in a 
suit against the Provident Loan Society 
of New York to determine whether the 
personal property law protected the de- 
fendant’s alleged lien. It was agreed that 
a former employe of the plaintiff, who 
was sentenced to Sing Sing on another 
charge, had pawned a ring, owned by 
the plaintiff, with the Provident. David 
Schlang, counsel for the jeweler, success- 
fully argued that the property was ob- 
tained by what is called “common law 
larceny by trick and device,” and that 
the factors’ act did not apply and af- 
forded no protection to the pawnbroker. 
The action was a test case for the former 
employe had pawned a total of 24 rings 
and watches with a retail value of $5,- 
000 with eight different pawnbrokers. 


Enthusiastic over the success of the 
united retail jeweler associations’ din- 
ner dance at the Hotel Astor, April 3, 
the Brooklyn Retail Jewelers Association, 
meeting June 15, set the date for next 
year’s affair to be sponsored by the Ex- 
ecutive Board of Retail Jewelers Asso- 
ciation of Greater New York—March 19, 
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1939. Phineas Peters, chairman of this 
year’s function, and president of both 
the board and the Brooklyn R.J.A., again 
will be chairman, assisted by M. J. 
Schwartz as general secretary. S. Soco- 
low warned other members to beware of 
loaded jewelry when buying old gold and 
showed several base metal rings, medal- 
lions and pins, some of them falsely 
stamped with the names of Fifth Avenue 
firms and marked karat gold. J. Holly- 
wood and M. J. Schwartz were congratu- 
lated for winning first and second prizes 
in the Horological Society’s question-box, 





“Synchrolock,” Prize Winning Name 
for New B/R Ratchet 


Concluding one of the most successful 
contests of its kind ever staged in the 
jewelry industry, Bruner-Ritter, Inc., New 
York, now announce the prize winners. 
Initiated several months ago, the B/R 
$1,000 contest enlisted the aid of all re- 
tail jewelers and their employes in the 
search for a name best describing the 
new B/R bracelet ratchet. So great was 
the outpouring of suggested names from 
every state that the judges asked an ex- 
tension of time to give adequate con- 
sideration to the many thousands of en- 
tries. Final decision, and first prize of 
$500 cash, was awarded to George 
Simenstad, retail jeweler in Pomeroy, 
Wash., for the winning name: “Synchro- 
lock.” Prizes of $100 cash were awarded 
to each of the following retail jewelers 
and employes: David M. Simpson, Min- 
neapolis, Minn.; Marcella Kearney, Ma- 
plewood, Mo.; E. W. Gunter, Dexter, 
Mo.; Charles L. Mohr, Canton, Ohio, and 
J. A. Pearson, New Toronto, Ontario. 

Apart from the great interest created 
in the trade by the B/R Contest, execu- 
tives of Bruner-Ritter are loud in praise 
of the enthusiastic reception accorded 
the unique features of the new B/R 
ratchet itself. B/R Bands equipped with 
the new clasp were introduced to the pub- 
lic as “the simplest, most foolproof ratchet 
ever designed.” The newly-named 
“Synchrolock” clasp, it was pointed out 
by Saul Ritter, president of Bruner- 
Ritter, is now “standard equipment” on 
all B/R Bands, and, he further em- 
phasizes, “it adds a distinctive and 
stimulating selling-plus to the new B/R 
Band designs now being released to the 
trade.” 
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WATCH MATERIALS 
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Experts on Business-Building 
to Talk at ANRJA Convention 
in New York Week of Aug. 29 


For the last several years those who 
attended or exhibited at the ANRJA con- 
vention in New York have been saying, 
“Well, it will have to go some to beat 
last year’s,” but on each occasion the 
convention has shown improvement over 
the preceeding one. 

To judge by the advance program this 
year’s conclave, to be held again in New 
York’s greatest hotel, the Waldorf- 
Astoria, the week of Aug. 29, will be a 
new feather in the hat of Secretary 
Charles T. Evans, who with the assist- 
ance of his son, Boyd Evans, has de- 
veloped a _ technique in management 
which makes this convention comparable 
to those of the greatest trade associa- 
tions in this country. 

The Fashion Show, staged by June 
Hamilton Rhodes, stylist for the Jewelers 
Publicity Committee, which on each pre- 
vious occasion has proved so popular that 
the facilities of the hotel were taxed, has 
been transferred to the grand ballroom 
of the Hotel Commodore where suf- 
ficient space will be available for 1500 
guests. 

Those who heard Dale Carnegie make 
the keynote address of the convention last 
year will want to be on hand to hear 
Zenn Kaufman, co-author with Kenneth 
M. Goode of the book, “Showmanship 
in Business,’ who is expected to be 
equally entertaining. 

Elmer Wheeler, of New York, who has 
been described as “the most interesting 
man in the world” will be another 
speaker. Mr. Wheeler is best known as 
president of the Tested Selling Institute 
and author of “Tested Sentences That 
Sell.” His “tested sentences” now num- 
ber over 105,000 and have been actually 
tested on more than 19,000,000 peopie by 
clients that include Johns-Manville, The 
Hoover Co., DuPont, The Texas Co., 
Barbasol, the Hotels Statler and R. H. 
Macy & Co. 

Robert M. Shipley, president of the 
American Gem Society, who conducted 
the clinics last year on the subject of 
Gemology will again be on hand to lead 
symposiums. 

Window display clinics will again be 
conducted by Kenneth N. Whatmore, 
former general advertising manager of 
the International Silver Co., whose pre- 
vious service in such clinics has estab- 
lished a high mark for attendance, in- 
terest and results. 

Store management will be portrayed in 
an unusual manner this year by Paul W. 
Monohon, of Krementz & Co., Newark, 
N. J., who is well known to a large per- 
sonal following and convention-goers. 





High Grade 
JEWELS _, MAINSPRINGS 
or 


Swiss and American 
Watches 
Cosmopolitan Watch Material 
Importing Co. 

87 Nassau St. New York, N. Y. 


c 
o 
s 
Cc 
Oo 











PRECIOUS, SYNTHETIC 7 
and Imitation Stones 

Jobbing . Stones Our Specialty 

Expert Pearl and Bead Stringing 


LOMO NOVELTY CO. 
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There will be similar clinics on sterling 
silver and horology. As usual there will 
be talks by representatives from the De- 
partment of Commerce, the U. S. Cham- 
ber of Commerce, the American Retail 
Federation, the Retailers’ National Coun- 
cil and other cooperating groups. 

Nine weeks before the convention the 
national offices announced the following 
exhibitors: 


A. & Z. Chain Co., Accro Bond Watch Co., 
William Adams, Inc., Aisenstein Woronock & 
Co., Inc., Art Metal Works, American Jewelers 
Bureau, B. A. Ballou & Co., Inc., C. J. Bates 
& Son, William Boyajian, Inc., Charles Braun- 
stein, Inc., Bristol Seamless Ring Mfg. Co., 
Buffalo Jewelry Case Co., J. Chesler & Sons, 
Chilton Pen Co., A. Cohen & Sons Corp., Al- 
fred Dunhill of London, W. C. Edge Jewelry 
Co., Elgin American Co., Elgin National Watch 
Co., Ellmore Silver Co., Leo Elwyn & Co., 
Forstner Chain Co., Feinstein, E. S. & Co., 
F. C. F. Felger, Inc., Gemex, Inc., General 
Electric Co., Gold Filled & Rolled Gold Plate 
Manufacturers, Research Division, Gold Re- 
covery & Refining Co., Gruen Watch Company, 
B. & E. J. Gross, Gemological Institute of 
America, Hamilton Chain Co., Inc. 

The Hadley Co., Hamilton Watch Co., Leo 
Heilbrun, M. Fred Hirsch Co., Helbros Watch 
Co., H. O. Hurlburt & Sons, Horological Insti- 
tute of America, International Silver Co., Jabel 
Ring Mfg. Co., Jewelers Circular-Keystone, 
Jewelers Publicity Committee, Jewelers Security 
Alliance, Bert L. Kaufman, Kestenman Bros. 
Mfg. Co., Samuel Kirk & Sons, Inc., Kotler & 
Kopit, Inc., Jacques Kreisler Sales Corp. 

Walter Lampl, Lehman Bros. Silver Co., A. 
D. Leveridge, Leys, Christie & Co., Longines 
Wittnauer Co., Inc., L. Luria & Sons, Man- 
chester Silver Co., Manhattan Fabric Co., Man- 
hattan Novelty Co., Norman Morris, Inc., Na- 
tional Jeweler, National Jewelers- Mutual Fire 
Insurance Co., Ollendorff Watch Co., Oneida 
Community, Ltd., Onyx Novelty Co., Ostby & 
Barton Co. 

Papazian Bros., Parker Watch Co., The 
Premier Co., Progress Corp., Paulson, Henry 
& Co., M. A. Reich, Bernard Rice’s Sons Co., 
W. E. Richards -& Co., Rockwell Silver Co., 
William A. Rogers, Ltd. 

Wm. V. Schmidt Co., Schless-Harwood Co., 
Inc., J. J. Schmukler & Son, R. F. Simmons 
Co., D. Solow, Standard’ Novelty Box Co., 
Sterling Silversmiths Guild of America, Louis 
Stern Co., J. F. Sturdy’s Sons Co., Swank, 
Inc., Swartchild & Co., Speidel Corp., Stieff 
Co., Spear & Susskind Co., Inc. 

Louis Tamis & Son, Tavannes of America, 
Inc., Stephen Varni Co., Volupte, Inc. 

Waltham Watch Co., Warner Jewelry Case 
Co., Warren Telechron Co., The Watson Co., 
Wefferling-Berry-Walraff Co., Wells Mfg. Co., 
N._H. White & Co., Wolfsheim & Sachs, Inc., 
and J. R. Wood & Sons. 





EISENSTADT’S ELECT NEW DIRECTOR 


St. Louts—A. H. Hopmann, manager 
of the watch department of Eisenstadt 
Mfg. Co., was elected a director at the 
annual meeting June 13, filling the va- 
cancy caused by the retirement of George 
Gambrill on account of ill health about 
six months ago. Mr. Hopmann has been 
connected with Eisenstadt for 28 years 
and is well known in the trade. 

The complete list of officers and direc- 
tors of the company have been re-elected 
as follows: Albert Frech, president; 
James H. Hetzel, vice-president; Nelson 
W. Hagnauer, second vice-president; A. 
F. Ejisenbeiss, third vice-president, and 
J. G. W. Schoenthaler, secretary and 
treasurer. The foregoing with Bert H. 
Lang and A. H. Hopmann make up the 
board of directors. 





SALES MANAGER FOR GENERAL SHAVER 


Edward V. Hickey has been appointed 
general sales manager of General Shaver 
Corp., makers of the Remington Rand 
Electric Close-Shaver. Formerly general 
sales manager of the Gillette Safety 
Razor Corp., Mr. Hickey brings to his 
new post a broad knowledge and under- 
standing of the problems of the distribu- 
tor and retailer. 
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When You Know Them 
You Will Buy Only 


SANDSTEEL 
CROSSCURVED 
MAINSPRINGS 


Dynamometer tests prove they 
have 15% to 20% more power 
than two brands considered BEST 
among imported mainsprings. 
Order Now 

You will appreciate Sandsteel 
Mainsprings When You Know 
Them 


Made in U.S.A. in 3,000 sizes and 
styles. 
For American and Swiss Watches 


WATCH-MOTOR 


MAINSPRING CO., INC. 
145 Hudson St. New York City 

















Specializing Traveling and Beudeir Clocks 
Also complete Leather Case Service 
110 West 40th St. * New York 








GOLD 


and 


SILVER 
PLATING 


verware Repaired 
Equal to, NEW 
Removing of Engravings — 


WM. HERTEL & CO., Inc. 
Silversmiths & Platers 


17 W. 45th St. 
New York City 


“Over 20 years at the 
same address” 


THEODORE MERKT 


Smelter and Refiner of 
all precious Metals 


PLATINUM - GOLD - SILVER 


64 Fulton St. New York, N. Y. 


Felco 


CULT OREM PEARLS 








( Before ) 
(After) 

















JACK J. FELSENFELD 














EMPIRE 
SMELTING & REFINING CO. 


JOIN THE RANKS OF OUR 
SATISFIED CUSTOMERS. IT PAYS. 


GOLD — SILVER — PLATINUM 


713 SANSOM ST. PHILADELPHIA 








MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








BOWMAN 


Technical School 
Courses for Success for 
Watchmakers 

= Engravers, Jewelers 
Write for free book ‘‘Your Future and Our Scheel.” 
JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 




















BYARD F. BROGAN 


Manulacturer of Distinctive Diamond 


Mountings and Wedding Rings 
805 Sansom Street « Philadelphia 











ORDER YOUR 


TELECHRON and REVERE 
Electric Clocks 


SETH THOMAS CLOCKS 


WESTCLOX PRODUCTS 
MT. VERNON—Amer. Watches 
Repair Dept. Supplies 
From authorized Distributors 


JOS. B. BECHTEL & CO., INC. 
729 Sansom St., Philadelphie 
(Satisfactery service for 43 yeare) 








Philadelphia College of Horology 


SCHOOL FOR WATCH MAKERS, 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA. 











ELGIN & BELMAR 


(= 


LOUIS SICKLES 


1015 Chestnut St., Philadelphia, Pa. 
“Wholesale Distributorstothe Trade” 











Z'RNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON 243, {274 81. 


PHILADELPHIA 

















PHILADELPHIA: 


Joyce Budoff, of Brown, Gold and 
Co., 110 S. 8th St., is engaged to Joseph 
Segal. 

T. B. Hagstoz & Son, 709 Sansom St., 
are celebrating their 40th anniversary in 
the refining business. 

Manin Bros. and H. Norman Hinde 
are established in their new offices at 
728 Sansom St. They formerly were 
located at 706. 

The Louar Marcasite Co., of Paris 
and New York, has granted an agency 
in Philadelphia to Robert M. Tomar, of 
740 Sansom St. 

Ralph M. Seaman, 61, jeweler at 4668 
Frankford Ave., Philadelphia, and 20 N. 
9th St., Reading, Pa., died June 6, after 
an illness of more than a year. Mr. Sea- 
man started his first jewelry business in 
Frankford in 1898. His wife, Mary 
Sharpless Seaman, survives. 

John C. Sheldon, who conducts a watch 
repairing business in the Montgomery 
Trust Arcade, Norristown, Pa., recently 
marked with Mrs. Sheldon, the golden 
anniversary of their wedding. Mr. Shel- 
don’s mother is living at 98. The Shel- 
dons have seven children and_ eight 
grandchildren. 

The House of Milner, Inc., located for 
many years at 706 Sansom St., moved on 
June 28 to its new quarters at 728 Sansom 
St. The firm now occupies a thoroughly 
modern new building with a _ stream- 
lined front display exterior and an in- 
terior designed to best present its wares 
in attractive surroundings. The opening 
was celebrated by Philadelphia’s Maiden 
Lane. 

Stephen A. MacQueen, retired presi- 
dent of the S. A. MacQueen & Coa., 
Philadelphia jewelry firm, died June 17 
after a short illness at the home of a 
nephew in Newark, Del. Mr. MacQueen 
was head of the firm for many years 
when its offices were lIdcated at 1427 
Walnut St. and later at 1723 Walnut St. 
He retired in 1926. He was an active 
member of the Philadelphia Cricket Club, 
the Meridian Club and the St. Andrew’s 
Society. 

John R. Veit, of J. E. Caldwell & Co., 
Inc., Juniper and Chestnut Sts., has as an 
avocation sailing and motorboating and 
serving as an official in powerboat races. 
His busy season is in full swing. He 
served as official timer in the powerboat 
race around Absecon Island at Atlantic 
City on the week-end following Memorial 
Day, and on June 20 was the timer and 
judge for the Wissinoming Yacht Club 
of Philadelphia motorboat races on the 
Delaware River. Mr. Veit is secretary 
for Region No. 3 of the American Power- 
boat Association. 

The part of the Philadelphia city sales 
tax most objectionable to jewelers as well 
as other businesses has been repealed. 
Out-of-town buyers who make their pur- 
chases at Philadelphia jewelry store no 
longer need pay the two per cent if the 
merchandise is delivered to them. The 
tax still applies on purchases carried out 
of the store personally. Before this re- 
peal, any person living in the state had 
to pay the Philadelphia tax on making a 
purchase from a jeweler. Some of the 
leading stores bitterly attacked the pro- 
vision because of their many customers 
in the state. 

The businessmen of Sansom St. turned 
out 70-strong for the general meeting of 
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the Sansom Street Business Men’s Agsgo- 
ciation June 7 at the Hotel Sylvania. 
Officers were elected and a new assur. 
ance that the association would concern 
itself with problems of the street's 
jewelers was seen in the creation of a 
new educational committee with Joseph 
Milner as chaizman. He will plan meet- 
ings in the ituture and arrange for 
speakers, including some of the city’s and 
country’s foremost jewelers. Samuel 
I.ashof was elected president and in his 
speech of acceptance stated that jewelry 
matters would be taken up in the future, 
Edward S. Pelling was elected vice-presi- 
dent; Joseph B. Bechtel was re-elected 
treasurer and Irwin Margolis retained 
his secretaryship. The board of directors 
was re-elected. 





Hamilton Athletic Association Has 
Summer Program for 400 


LANCASTER, PA.—Employes of the 
Hamilton Watch Co. are proud of their 
athletic association, which this summer 
will provide recreation for more than 
400 men and women. Carl DeMora of 
the friction jeweling department is presi- 





Hamilton A. A. Officers 


dent, assisted by Carl Yecker, vice-presi- 
dent; Emma McDonald, secretary, and 
Lloyd Heckendorn, treasurer. 

The Watch Ten softball team which 
won two state championships in the past 
is again making a bid for the title. Other 
softball enthusiasts are participating in a 
six-team departmental league. 

Forty men golfers have qualified for a 
championship tournament. Five flights 
have been drawn up and the winner of 
the first flight will be presented with a 
trophy donated by President Frank C. 
Beckwith. The annual tennis tournament 
will begin early next month. In addition 
to these activities members enjoy swim- 
ming, riding and quoits in organized 
groups. 





Joseph W. Tunstall, 48, Kewanee, IIl., 
who has been in the trade since his boy- 
hood, died recently in Wilmington, D. C., 
while on a vacation trip to the home of 
his sick mother in Beach Haven, N. J. 
He represented Krementz & Co., Newark, 
in the Southwest. 





LincoLn, NEBR.—The constitutionality 
of Nebraska’s Unfair Trade Practices 
Act, passed by the last legislature, is be- 
ing tested in the case of State vs. Ruback, 
which was taken under advisement June 
9 by the State Supreme Court. 





NATIONAL WATCH REPAIRING 
COMPANY 


Rendering Prompt and Efficient Service te 
a Discriminating Clientele all over U.S. 


Send for Special Price List 
727 SANSOM ST., PHILADELPHIA, PA 
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PROVIDENCE: 


E. A. Adams, jewelry manufacturing 
concern will change its firm name to E. A. 
Adams & Son as of July 1. Raymond V. 
Adams has recently been made a partner 
in the concern. 

Selectman Donald A. Barrows, of North 
Attleboro, was tendered a turkey supper 
as a mark of appreciation by the em- 
ployes of the H. F. Barrows Co., Inc., 
with which he is associated. : 

The factory of Frank Morrow Co., Inc., 
will be closed from July 1 to July 11 for 
the summer vacation but the office will 
be kept open to receive orders and deliver 
stock items during that period. 

Payrolls in Rhode Island jewelry and 
silverware plants were reported at $829,- 
311 during May, a decline of 6.3 per 
cent from the preceding month and 12.8 
from the like period a year ago. 

Leonard J. Hellman, 54, a retired 
manufacturing jeweler, died May 24 at 
his home in Providence. Mr. Hellman 
was in the jewelry business in this city 
for more than 30 years. He was a part- 
ner in the A. A. Greene Co., but retired 
in 1929 because of poor health. 

Charles H. Patten, formerly a foreman 
in the now defunct Charles E. Hancock 
Jewelry Co. and later associated with 
George F. Berkander, of Providence, died 
in Fall River in his 60th year. He had 
been ill since shortly before Easter and 
had been a patient in Truesdale Hospital 
for three weeks prior to his death on 
June 2. 

Miss Marian Hunton Sweet, daughter 
of ex-mayor and Mrs. Harold Sweet, of 
Attleboro, was married Saturday, June 18 
to Paul Francis Armstrong, town counsel 
of North Attleboro. Mr. Sweet is promi- 
nent in the jewelry industry in Attleboro, 
being head of R. F. Simmons Co. Mr. 
and Mrs. Armstrong were married at the 
Sweet residence. 

More than 600 employes and guests of 
the L. G. Balfour Co., Inc., Attleboro 
jewelry manufacturing concern, attended 
the company’s 25th anniversary outing 
held June 13. The party was well at- 
tended despite threatening weather. The 
group left the factory at noon, travelling 
by car and bus. Lunch, sports and games 
were enjoyed during the afternoon and 
early evening. 

Walter Munroe, 69, retired jewelry 
manufacturer, died at his home in Provi- 
dence June 20 after an illness of several 
months. Mr. Munroe was in the jewelry 
business here until 1930 when he entered 
the landscape gardening field. 

Door prizes for the fourth annual out- 
ing of the Bureau of the Handicapped at 
North Kingstown were made available 
through the generosity of Edward O. Otis 
and the New England Manufacturing 
Jewelers & Silversmiths Association. 

Horton-Angell Co., Inc., Attleboro, scene 
of a $60,000 gold break several years ago, 
was again broken into on the night of 
June 6 and a small quantity of lead and 
wire stolen. Two men were later appre- 
hended and pleaded guilty to the theft. 

Frank R. Budlong, of William C. 
Greene Co., Inc., and Lewis Chilson, of 
the J. M. Fisher Co., Inc., Attleboro, were 
among manufacturers from this section 
attending the recent Chicago convention 
of the National Wholesale Jewelers’ Asso- 
ciation. 

Ninety-six golfers took part in the an- 
nual spring tournament of the Manufac- 
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turing Jewelers Golf Association at Wan- 
namoisett Country Club on June 7. Len 
Levin and Gerald Rosenberger were tied 
for best gross in Class A with 83s. Ar- 
nold Anderson was low man for first net 
in Class A and was followed by P. W. 
Taylor, Stanley Rogers, Ralph Gregory 
and R. J. White in that order. Lou 
Archer, of Providence, had best gross 
score in Class B while C. L. Shabeck, Jr. 
won the first net award. Other Class B 
winners were Fred Schwin, Ben Whitaker 
and William Riley. 

Buyers arrived in Providence in large 
numbers during the first two weeks in 
June. Among the concerns represented 
were the following: Cahn & Co., Inc., 
E. K. Wertheimer & Son, Inc., Jules 
Schwab & Co., Inc., Milton E. Brown & 
Co., Inc., M. J. Schuster, Walter Lampl, 
Kaufman & Ruderman Co., Inc., Grad & 
Co., M. J. Grauer Co., D. Lisner & Co., 
Inc., Nat Levy & Co., Ben Felsenthal & 
Co., Inc., and Blumberg & Co., all of New 
York. Also Waxman Bros. & Nihma, 
Stein & Ellbogen Co., Inc., and Morris 
Levy & Co., Inc., all of Chicago. Also 
R. H. Ide Co., Edwards Haldeman & Co., 
Detroit; Silverman Co., A. G. Schwab & 
Sons, Inc., M. Schwab Co., Cincinnati; 
S. P. Myers & Co., Kerco Co., S. Fremes 
& Co., Ltd., Montreal; S. W. Wenger Co., 
Haddy-Boddy Co., Toronto; Samuel 
Weinhaus Co., Inc., Royal Novelty Co., 
Landay & Finn, Pittsburgh; Brown, Gold 
Co., Levin, Meyer & Co., Philadelphia; 
Gall Novelty Co., Inc., Dallas; Kevstone 
Jewelry Corp., Houston; Dinkelman-Bu- 
bert Co., Inc., Baltimore and Markowitz- 
Friedman, Inc., Cleveland. 





Watchmaker Licensing Is Favorably 
Considered by Maine R.}.A. 


LakEewoop, Me. — Favorable discussion 
of state licensing of watchmaking was 
the feature of the best business meeting 
in the history of the Maine R.J.A., at 
the annual convention, held here, June 6, 
with 80 jewelers and their ladies in at- 
tendance. Charles T. Evans, ANRJA 
secretary, gave an address on the ac- 
tivities of the national association. 

Walter J. Kleinlein, Waltham, Mass., 
talked on adjusting watches. John S. 
O’Connell, sales and advertising .manager 
for the Towle Silver Co., discussed the 
sterling silver market and its future. 
The afternoon was devot:d to sports. A 
banquet in the evening was followed by 
attendance at a play given by the Lake- 
wood Players, and dancing. 

Dieudonne Fortin, Waterville, and L. 
Jerome Eno, Skowhegan, were renamed 
president and vice-president, respectively, 
and Stanton Francis, Brunswick, was 
elected secretary-treasurer, to succeed 
Bernard Blake, Freeport. 





Standardization of Electroplating 
Engages N.E.M.J. & S.A. 


PROVIDENCE — The comparatively new 
process of bright nickel plating and the 
problem of standardization of gold elec- 
troplating were discussed at a _ recent 
joint session of the New England Manu- 
facturing Jewelers and Silversmiths As- 
sociation and the American Electroplating 
Society held at the Rhode Island School 
of Design, May 23. 

The difficulties standing in the way of 


59 


| Troubadour 


a more complete standardization of gold 
plating were outlined by Dr. William 
Blum, chief chemist of the National Bu- 
reau of Standards in Washington. Dr. 
Blum reviewed progress in-_steel. 


Elkington Goods to Be Distributed 
By Middletown Silver Co. 


MIDDELTOWN, CoNN.— Announcement 
has been made by Middletown Silver 
Co., Inc., that arrangements have been 
completed whereby it will become the 
distributor in the United States of sterling 
and silver plated goods made by Elking- 
ton & Co., Ltd., of Birmingham, England. 
The latter firm pioneered a hundred years 
ago in the electroplating process, which 
was invented and patented by G. R. 
Elkington just 100 years ago in 1838, and 
today is one of the world’s largest manu- 
facturers of this ware. 

When the plan becomes fully operative, 
the Middletown firm will carry and ship 
f.o.b. to dealers in the states a compre- 
hensive line of Elkington’s goods. Elk- 
ington & Co., Ltd., will send the Middle- 
town Silver Co. finished flatware and 
sterling goods and Elkington silver- 
smithed, silver-soldered, nickel-silver hol- 
lowware, to be plated and finished in 
Middletown to Elkington specifications. 
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MASSACHUSETTS 


‘SCHOOL OF OPTOMETRY 


Four-Year Day Course 


Fer further information address: 


Administrative Office 
1112 BOYLSTON STREET 





ti ha in Wlustrated Catalog on request 
200 SELLS MFG. CO., ATTLEBORO, MASS. 





ANCHESTER 


SILVER COMPANY 





REED & BARTON 


SILVER POLISH 


Approved by Good Housekeeping 
A superior polish—made by silver- 
smiths for jewelers’ use and resale. 
Freight now prepaid in U. S. — 
jeweler receiving full 100% profit. 
REED & BARTON - Taunton, Mass. 





WHERE TO BUY 








GRAU & HUBER 


Manufacturing Jewelers 
Diamond Setting 
Special Order Work 
Watch and Jewelry Repairing 


Engraving and Carving 
Of All Kinds 
Founded 1918 


416 CLARK BUILDING 
PITTSBURGH, PA. 
Telephone: ATiantie 1465 








HEEREN & CO. 


* 
SPECIAL ORDER WORK 


GOLD & SILVER 


PLATING 
JEWELRY REPAIRING 


ation 
603 siaaiaeieeers Bidg. 
530 Duquesne Way, Pittsburgh, Pa. 








JEWELRY REPAIRING 
DIAMOND SETTING @ DESIGNING 
SPECIAL ORDER WORK 


BAUER & MUTSCHLER 


405 Clark Bidg., Pittsburgh, Pa. ATilantie 28386 








DIAMOND SETTING 
JEWELRY REPAIRING 
SPECIAL ORDER WORK 


Prompt service and careful attention given to 


all orders. 
TRIANGLE 
JEWELRYMFG.CO. 
602 Clart Bidg.. Pittsburgh, Pa. At. 7723 











GEM-STONES 


By G. F. Herbert Smith 


An Interesting Authoritative Book 


Comprising 40 chapters and many 

diagrams, plates and tables by an 

outstanding authority. Over 300 
pages. Price $3.00. 


THE JEWELERS’ CIRCULAR- 
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239 W. 39th St., New York 
Chestnut & 56th Sts., Phila., Pa. 














PITTSBURGH: 


Lester J. Mann has opened the Mann 
jewelry store at 103 Capitol St., Charles- 
ton, W. Va. 

The W. E. Russell jewelry store, of 
Minerva, Ohio, has moved from the 
Kurtz Building to the Kryder Block. 

Bernard DeNardo, of D. H. DeNardo 
Co., Braddock, attended a recent con- 
ference of Philco radio distributors at 
Big Wind Inn, northern part of Ontario. 

Wolfe’s Credit Jewelers, 6245 Franks- 
town Ave., this city, have completely re- 
modeled their Store. The improvements 
include a new front, and attractive light- 
ing fixtures. 

Edwin Gluck, son of Fred Gluck, of 
Martin Gluck & Sons, Clark Building, 
has returned from Chicago, where he is 
a student at the Northern Illinois School 
of Optometry. 

Mead Montgomery, of M. A. Mead & 
Co., Inc., Chicago, spent several days in 
Pittsburgh recently with Herman Auer- 
bach, Pittsburgh district manager, in the 
Clark Building. 

W. L. Bickart, Pittsburgh district man- 
ager for I. Ollendorff Co., Clark Build- 
ing, is getting along nicely, following an 
automobile accident, and is now able to 
be up and around his home. 


Irwin Sutton, son of Harry Sutton, 
Carnegie, Pa., jeweler, has returned from 
the Pennsylvania State College of Op- 
tometry, in Philadelphia, where he is a 
student, and will assist his father dur- 
ing the summer months. 


William O. Weniger, 73, who operated 
a chain of jewelry stores in Pittsburgh 
and Uniontown, Pa., as well as in Wells- 
burg, W. Va., fell dead Wednesday, 
May 18, while walking on a sidewalk. 
At one time, he was associated with the 
late J. V. Thompson, millionaire Union- 
town coal operator, in developing coal 
fields’in the Pittsburgh district. 


E. J. Kappel, manager of the East 
Liberty Store of the Wm. J. Kappel Co., 
Inc., this city, is a big booster for air 
conditioning of jewelry stores. Said Mr. 
Kappel: “In hot weather, customers often 
became impatient when they were select- 
ing jewelry. This sometimes led to a 
lost sale or a customer’s dissatisfaction. 
Since we installed air cooling, this con- 
dition has been eliminated, and both our 
customers and salespeople find it of 
great assistance.” 


Employees of Grafner Bros., whole- 
sale jewelers of 811 Liberty Ave., and 
their wives, held a surprise part June 11 
at the home of Miss Margaret Farrell, 
secretary of the firm. The occasion was 
her 25 years of service in this organiza- 
tion. In tribute to the high esteem in 
which Miss Farrell is held, they presented 
her with a sterling silver cigarette case 
on which facsimile signatures of all em- 
ployees were engraved. Grafner Bros. 
are celebrating their fiftieth anniversary 
this year, having been founded Jan. 1, 
1888. The original place of business was 
in Penn Ave. 

Lynford A. Keating, eldest son of the 
late Francis A. Keating, president of 
Grogan Co., Inc., who died May 8 in this 
city, has been elected president of the 
firm. Other officers include William J. 
Sample, vice-president; M. L. Cronin, 
treasurer; John Keating, brother of Lyn- 
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ford, secretary, and Mrs. Francis A, 
Keating, chairman of the board of direc- 
tors. The personal estate of the deceased, 
in excess of $100,000, was left to Mrs, 
Keating and 11 children according to a 
will dated Jan. 9, 1933. Stock in the 
Grogan Co. was left to his four sons, 
Lynford, Anthony, Rowland and John. 
J. Harvey Wattles, president of W. W. 
Wattles & Sons Co., Inc., 517 Wood St., 
(Please turn to page 61, col. 3) 





GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








PENNWOOD 


Self-Starting 
Electric Numeral 


CLOCKS 


RETAIL 
Molded plastic — complete with 


ea $4.95 
THE PENNWOOD CoO. 


7525 Kensington St., Pittsburgh, Pa. 
E. R. Treiber, 470 Daniels Dr., Beverly Hills. Cal. 





CHIEFTAIN—Walnut No. 705; 
shipping wt. 2% ~. length 
7%”, height 4”, 




















GOLD and SILVER 


Scrap and Wastes 


PURCHASIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 


GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 





























“VERNON-BENSHOFE CO." 


933 Ridge Ave. Pittsburgh, Pa. 
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Labor Standards Act Exempts Most Retailers from Wage and Hour Control 


All Provisions of Law Apply 
to Wholesale and Mail Order 
Houses; Effective in October 


WasHINGTON.—Containing a clarifying 
amendment exempting retailers who sell 
most of their goods in intrastate com- 
merce from the minimum wage and 
maximum hours provisions, the Fair 
Labor Standards Act of 1938 was ap- 
proved by both Houses of Congress on 
June 14, culminating a two-year battle 
on the part of the Roosevelt Administra- 
tion to re-enact Federal wage-hour stand- 
ards thrown overboard by the Supreme 
Court invalidation of the NRA in May, 
1935. The law becomes effective in 
mid-October. 

Despite this exemption, retailers are 
nevertheless affected by other provisions 
of the law from which they are not 
exempted and by the probable long-. ange 
effect of manufacturing and handling 
costs of those who are directly covered by 
the wage and hour provisions. Also, if 
purchasing power is increased as a re- 
sult of higher minimum wage levels in 
industry, as forecast by sponsors and by 
labor leaders, the volume of business 
handled by retailing establishments will 
of course be affected by the new law. 

The status of retail stores has been 
vague under almost every wage and hour 
bill proposed for the past two years and 
while sponsors were quick to disclaim any 
intention of covering purely local busi- 
nesses the administrative agency undeni- 
ably would have possessed power to in- 
clude retailers. Not until Representative 
Celler, Democrat of New York, sub- 
mitted what he called “a clear-cut ex- 
emption” were retail groups satisfied that 
they were definitely excluded—at least 
from the wage-hour standards. His sug- 
gested revision was incorporated in the 
final draft as passed by both Houses. 

Under Section 13 of the law, workers 
employed in a “local retailing capacity” 
are exempted and a subsequent clause 
provides that wage and hour standards 
shall not cover employees engaged “in 
any retail or service establishment the 








greater part of whose selling or servicing 
is in intrastate commerce.” This section 
has been endorsed by several retail 
groups and the American Retail Federa- 
tion, among others, had submitted similar 
amendments to its members for approval. 
‘The exemption appeared to be eminently 
satisfactory to most retail organizations. 

On the other hand, wholesalers and 
mail order establishments presumably 
are included under all provisions of the 
law although there were reports that a 
few concerns engaged in direct mail 
selling and in wholesale distribution 
were ready to claim immunity on the 
grounds that their products do not cross 
state lines. 





Floyd Wallace Elected Secretary of 
R. Wallace & Sons Co. 


WALLINGFoRD, Conn. — Floyd Wallace 
was elected secretary of the R. Wallace 
& Sons Mfg. Co. at a recent meeting of 
the board of directors. He is the son of 
the late Frank A. Wallace, who was 
president of the company until his death, 
and a grandson of the founder of the 
company. He succeeds the late Henry 
A. Norton. 

Mr. Wallace was born in Wallingford 
of old New England stock, Dec. 3, 1886, 
and has lived in this town ever since with 
the exception of one year spent in travel 
through the west. He attended the local 
public schools and for three years was 
a student at the Choate school and for 
three years was a student at St. Paul’s 
school, Concord, N. H. He graduated 
from Yale University in 1909, after 
which he went abroad. 

Upon leaving college he began his 
business career with the R. Wallace & 
Sons and has steadily advanced. Not- 
withstanding his busy life as a manufac- 
turer he found time to follow also a 
musical career. From 1909 to 1922 he 
was choirmaster and organist at the 
First Congregational Church. 

On April 15, 1914, he married Miss 
Helen Wells of Waterbury. They have 
three children, Frances, Robert and 
Floyd. 





Pittsburgh 


(From page 60) 


and Mrs. Wattles, are spending the sum- 
mer in Washington, Conn. They make 
their permanent home in Washington, 
.€ 


William Grafner, son of Emanuel 
Grafner, of Grafner Bros., 811 Liberty 
Ave., one of the local distributors for the 
International Silver Co., attended the 
third annual party for the winners of the 
1847 Rogers Bros. and William Rogers & 
Son contest for salesmen, which was held 
June 26-30 at the Royal Muskoka 
Hotel, Muskoka Lake District, Ontario. 

Pittsburgh retail jewelers enjoyed good 
business during June because of the large 
number of prominent weddings. The 
graduation gift business also held up 
well. Maurice W. Rihn, of the Terhey- 
den Co., Smithfield St., said that his 
firm had enjoyed a very good second 
quarter in medium price merchandise, 
mostly watches and silverware. J. 
Loughrey Roberts, of the John M. Roberts 
& Son Co., advised the JEWELERS’ CirR- 
CULAR-KEYSTONE that June business had 
actually exceeded their expectations and 
an optimistic note was also sounded by 
David F. Walton, manager of the W. W. 
Wattles & Son Co. William B. Sample, 
vice-president of the Grogan Co., Inc., 
reported an-excellent June business in 
silverware. 


Frank D. Waterman, Jr., Succeeds 
Father as Pen Company Head 


Frank D. Waterman, Jr., was elected 
president of the L. E. Waterman Co., 
fountain pen manufacturers, at a meet- 
ing of directors, June 6, in the company’s 
New York offices, and Elisha H. Water- 
man was elected second vice-president 
and a director. Frank D. Waterman, Jr., 
succeeds his father, who died on May 6, 
after heading the company for 37 years. 

Following the meeting, the directors 
stated that the policies of the company as 
established by the late Frank D. Water- 
man, Sr., will be continued, with no 
change in methods or management. The 
Waterman family will continue in control. 











Rain Curtails Maiden Laners’ S port 


x sas 
Fg 





9 
Fs 4] 

« Bh 
> 


A rainfall, starting at noon and con- 
tinuing for the remainder of the after- 
noon, virtually wrecked an outdoor sports 
program arranged for the enjoyment of 
those attending the annual field day of 
the Maiden Lane Outing Club, held 
Saturday, June 4, at the Staten Island 
Elks’ Club, Oakwood Heights. An alert 
committee headed by “Bill” Richards, was 
prepared, however, for just such an 
emergency and without much confusion 
games were set up in the clubhouse and 
throughout the afternoon the picnickers 
enjoyed testing their skill as “intellectual 
and physical giants.” Assisting Mr. 
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Richards on the committee were Harry 
Lynch, Henry Blasi, John Tonry, David 
Weinberg and Louis Cutler. 

Fortunately the annual baseball game, 
which is always a highspot of these out- 
ings, was started early enough to allow 
both teams to play a sufficient number of 
innings to decide the winners. .Many 
sparkling plays were made in the field 
and the fine brand of pitching flashed by 
both moundsmen was evidenced by the 
score of 7 to 2. The winning aggrega- 
tion was captained by Leo Asche, while 
the losers were handled by Joseph 
Scordato. As usual the “bleacher man- 
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s Program at 


Outing on Staten Island 









These stalwarts risked a drenching from the skies to pose for the camera. P.S.—Everybody was happy. 


agers” did all the master-minding and 
the constant flow of humor and “wise- 
cracks” hurled back and forth, brought 
their share ot laughter from the in- 
terested onlookers. 

Charles Tonry and William Lenhart, 
two of the oldest members of the Maiden 
Lane Outing Club, were presented with 
gifts. Both responded with expressions 
of appreciation and a brief outline of 
the history of these yearly outings, which 
started in the late 90’s. 

The dinner and show in the evening, 
at which 120 prizes donated by 40 manu- 
facturers were distributed to the winners. 











for More Profitable Sales with 
our New 1938 Fall Line 


THE PICK OF THE BEST 


from the leading 


manufacturers 


Our men will soon be on the 


road 


It will pay you / 
to wait for them @ 





BALTIMORE, MD. 











YOUR STORE 


CAN ATTRACT MORE CUSTOMERS WITH 


EASTON WATCHES 








BEAUTIFULLY BOXED & PRICED | 
FULLY GUARANTEED 
SEND FOR SAMPLE SELECTION 


IMPORTED & DISTRIBUTED BY 


U. S. JEWELRY CO. 


WHOLESALE JEWELERS 
BALTIMORE & LIBERTY STS. 


BALTIMORE, MD. | 














FOR PROMPT, EFFICIENT SERVICE 


KAPLAN ENGR. & MFG. CO. 


BALTIMORE & LIBERTY STS. 
BALTIMORE, MD. 


MFG. JEWELERS DIAMOND SETTERS 
ENGRAVERS 








SCHULTZ STERLING 


BALTIMORE 


Among recent visitors in Baltimore was 
Granville Tubman, Jr., jeweler, of Cam- 
bridge, Md. 

Clyde Burns has been added to the 
sales staff of Jacobi, Inc., at 219 N. How- 


| ard St., Baltimore. 


Ed Spilling and Mrs. Spilling, of the 
jewelry firm in Richmond, Va., were re- 
cent visitors in Baltimore. 

Alfred Kelson of the U. S. Jewelry Co., 
Baltimore, has left to call on his friends 
in his Southern territory. 

M. D. Poland & Sons, Inc., Wilmington, 
Del., have removed from 509 Market 
St. to 4 E. 7th St., that city. 

Michael Baum is now associated with 
his father, Max Baum, in the Michael 
Jewelry Co., Inc., 2109 Ave. E, Galves- 
ton, Tex. 

Harry E. Abrams, formerly of Wash- 
ington, D. C., is now managing Ruby’s, 
Inc., jewelry store at 131 S. Main St., 
High Point, N. C. 

F. T. Currie, formerly with the Keese 
Jewelry Co., Freeville, S. C., now man- 
ages the repair department of the Jewel 
Box, Inc., Greenwood, S. C. 

Leon J. Engel of J. Engel & Co., Inc., 
Baltimore, attended the National Whole- 
sale Jewelers’ Association convention at 
the Edgewater Beach Hotel, Chicago. 

Lincoln Jewelry Co., Louisville, Ky., 
capitalized at $10,000, was granted a 
charter June 6. Incorporators were Sol 
J. Kuhn, Lillie Foley and Ike J. Kuhn. 

Miss Catherine A. Perry, for the last 
two years bookkeeper and credit manager 
of the Bishop C. Leonard jewelry store 
in Salisbury, N. C., was married recently 
to William H. Welborn, Anderson, S. C., 
attorney. 

Oscar Michaelson of J. Engel & Co., 
Inc., was awarded the “buried treasure 
chest cruise” by the Elgin Watch Co., for 
this territory, in a watch-selling contest. 
The award was a 10-day trip to Havana 
and Nassau. He was accompanied by 
J. G. Engel. 








Le Grand Jewelery Co., located for the 
last ten years in Montgomery, Ala., at 
Montgomery and Lee Sts., has leased the 
building at 1 Court Square. The new 
home, said Maurice M. Hoffman, man- 
ager, will have about twice the floor 
space of the old location, allowing the 
management to expand the china, silver 
and gift departments. 

Indirectly lighted and air-conditioned, 
a new, modern home has been occupied 
by the Jewel Box, Inc., in Burlington, 
N. C., A. N. Bernstein, manager. The 
floor space is about twice the size of 
that occupied by the store since its estab- 
lishment ten years ago. Besides the Bur- 
lington unit, Jewel Box, Inc., of which 
Ned W. Cohen of Greensboro is _ presi- 
dent, operates seven other units in North 
Carouina. 


LOUISIANA SALES TAX PASSED 


Baton Rouce, La.—The Louisiana 
legislature recently approved a sales tax, 
providing a levy of one per cent of a 
merchant’s gross receipts with a pro- 
vision making it mandatory for the mer- 
chant to pass the tax directly to the con- 
sumer on each sale. 





ATLANTA JEWELER’S SAFE ROBBED 


ATLANTA, GA.—Jewelry valued at more 
than $400 was stolen, June 1, from the 
safe in the store of G. S. Aiken, at 90 
Plaza Way. The items are believed to 
have been taken by a sneak thief, as the 
safe was not damaged. 





DAVID C. BYLES 


BAINBRIDGE, GA.—Funeral services for 
David Clinton Byles, for 15 years a re- 
tail jeweler of Bainbridge, Ga., were con- 
ducted May 17. He was 50 years old. 
Mr. Byles, who was a native of Texas, 
had been ill for about four months. 





Hamilton President Re-Enacts Historic Air Mail Scene 





FRANK C. BECKWITH, fourth from left, president of the Hamilton Watch Co., shown shaking 
hands with Jesse Jones, manager of the Lancaster, Pa., Municipal Airport and co-inventor of the 
one-bladed propeller, during the recent celebration of National Air Mail Week. Present 20 years 
ago at the first air mail flight from Belmont Park, L. I., Mr. Beckwith then presented Hamilton 
strap watches to Lts. T. H. Webb and H. Paul Culver, just before they took off for their Phila- 
delphia and Washington destinations. Reenacting this scene 20 years later, Mr. Beckwith wished 
Godspeed to five local pilots carrying the first air mail directly from Lancaster. Both Lieutenant 
Webb and Lieutenant Culver, now in civilian life, still wear and treasure the watches they 
received two decades ago. 
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offers 
Hollowware at Better Prices. Repro- 
ductions As You Want Them. Plating 
As It Should Be Done. 


A. G. SCHULTZ COMPANY 


423 E. Lombard St. Baltimore, Md. 
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Map shows jewelry store sales, by states, during May 1938, compared with May 1937. 
Eight hundred and forty-five stores, supplying data to the Current Statistical Service of 
the Bureau of Foreign and Domestic Commerce, had combined sales of $2,396,300, a 
decline of 16.2 per cent from May 1937, but a gain of 20.4 over April 1938. West South 
Central jewelers’ sales were best, down only 4.9 per cent from last year, and 41 per cent 
ahead of the previous month. Every state showed May business better than that of April, 
with extreme gains of 44 per cent for Kansas and Texas and 52 per cent for Idaho. 





Hagans Completes Tour for U.H.A. 
With Swing Through South 


Still more local horological guilds were 
contacted last month by Orville R. 
Hagans, executive secretary of the United 
Horological Association of America, who 
began a natidnal tour April 23, which he 
expects to complete when he returns to 
his home in Denver, Colo., about July 1. 

Mr. Hagans addressed students of 
Bowman Technical School, Lancaster, 
Pa., May 27, on the elevation of horologi- 
cal craft standards of ability and the ef- 
fect on this of state licensing of watch- 
makers. Later he and Mrs. Hagans were 
taken on a tour of Lancaster, including 
the Hamilton Watch factory, by Howard 
I. Beehler, of the watch company and 
John J. Bowman. In the evening they 
were guests at a dinner of the Lancaster 
watchmakers. 

Within the same walls of the Willard 
Hotel, Washington, D. C., in which 
U.H.A. was organized four years ago, 
first steps were taken on June 1 to or- 
ganize the District of Columbia Horologi- 
cal Association. The following tem- 
porary officers were named to make def- 
inite plans for a permanent organization: 


Edward T. Green, president; Morton 
Myerson, vice-president; and Olindo 
Marseglia, secretary - treasurer. Mr. 


Hagans addressed the 60 watchmakers 
present. 

The question of protective legislation 
was discussed by Mr. Hagans, who also 
showed U.H.A. films at a meeting of 
the Horological Association of Virginia, 
at a meeting, June 3, in Norfolk, Va. 

The ‘Greater Miami Watchmakers 
Guild, heard and saw Mr. Hagans’ il- 
lustrated lecture, at a Dutch supper, June 
10, at the Alcazar Hotel, Miami, Fla. 

As a result of a well attended meeting 
of West Coast Florida jewelers and 
watchmakers, June 13, in the Tampa, 
Fla.. Chamber of Commerce, addressed 
by Mr. Hagans, this group showed a re- 
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vived interest and the formation of a 
Guild in St. Petersburg was assured. T. 
R. Ritter, president, conducted the meet- 
ing. 
14-Karat Gold and 1000 Diamonds in 
Eucharistic Ostensorium Being 
Made by Providence Firms 


PRoOVIDENCE.—More than 1000 diamonds 
will dot the ostensorium being made by 
Providence concerns for use during the 
Eighth National Eurcharistic Congress to 
be held in New Orleans next October. 
The ostensorium, or monstrance, the ves- 
sel in which the Blessed Sacrament is ex- 
posed for the veneration of the faithful, 
will be made of 14-karat gold and its 
total cost will approximate $30,000. 

Church goods manufacturers here be- 
live the monstrance will be the most ex- 
pensive and beautiful object of. ecclesi- 
astical art to be used in the rites of the 
Roman Catholic Church in this country. 

It was designed by Frederick Whitaker 
and modeled by Aristide B. Cianfarani, 
both prominent in this city, the former 
as a designer of ecclesiastical metalware 
and the latter as a sculptor. The object 
is being manufactured by Foley & Dugan, 
Inc., 71 Richmond St., and the Cathedral 
Art Metal Co., Inc., 15 Gordon Ave., 
under the direction of the New Orleans 
jewelry firm of Bernard & Grunning, Inc. 

The monstrance will be 42 inches high, 
and will weigh 24 pounds. 








WILLIAM R. BECKWITH 


Tampa, Fra—William R. Beckwith, 
president of the Beckwith-Range Jewelry 
Co., and vice-president of the Knight & 
Wall Co., died at his home here, May 22, 
following an illness of about ten weeks. 
An ardent fisherman, he was one of the 
“discoverers” of tarpon fishing on the 
Florida west coast and devised much of 
the tarpon tackle now used by sportsmen. 
He was 52 years old. 
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Nose 


| The Baltimore Rose is 
a true rose design, not 
in name only. Com- 
pare weights, sizes and 
prices. 


We make odd pieces 
and special work 
made to order. 
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SCHOFIELD 
COMPANY 


Silversmiths 


Established 
1871 
331 Charles Se. 


BALTIMORE 
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104-106 WEST 
FAYETTE STREET 
BALTIMORE, MD. 


“AN INSTITUTION 
of DEPENDABILITY”’ 








ESTABLISHED 1885 


SPECIAL ORDER WORK 
REPAIRING 
GOLD AND RHODIUM 
PLATING 


We specialize in College Jewelry 
—Rings, Pins, Belts and Buckles 


| denkins 


20 W. REDWOOD STREET 
BALTIMORE, MD. 


ALBERT S. SMYTH CO. 


WHOLESALE 
DIAMONDS - WATCHES 
@ JEWELRY ® 
5 HOPKINS PLACE, BALTIMORE, MD. 


























Our 80th Anniversary Catalog 
HAS BEEN MAILED 
To all Jewelers who requested it. 








Complete with Illustrations and Prices 
If you have not sent in your request— 
Do So At Once. 


GEO. H. FULLER & SON CO. 


Dpt. J 29 East Madison Street, Chicago, Illinois 


CENTRAL WATCH CO. 


WATCH REPAIRING 
for the Trade 


Best Workmanship at Lowest Prices 
Prompt Service 


5 South Wabash Ave. Chicago, Ill. 


SIMON BROS. 


Watch Repairers for the better 
trade since 1910. 


References from best concerns in 
the trade. 


5 S. WABASH AVE. 
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SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 
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pring Ring 
—NICKEL— 
No. 88 
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Your Wholesaler has them 











NEW VALANCES 
IMPROVE 


Window Displays 50% 
PRICED 
AT 55¢ FT. UP 
DESIGNS AND SAMPLES 
NO OBLIGATION 


Camden Artcraft Co. 





160 N. Wells 
CHICAGO 











HICAGO: 


Sigmund Gottlieb, of Frederick M. 
Gottlieb & Co., returned last month from 
a vacation trip to Bermuda. 

W. P. Reicher, Canton, IIl., 
Chicago last month on_ business 
pleasure and reported business 
than last year. 

Sol Cogan, of Manheimer Watch Co., 
is spending the early part of July in 
New York on a combined business and 
pleasure trip. 

Norman Goodman, of Weksler & Good- 
man, Inc., is spending a month visiting 
on the Pacific Coast and expects to re- 
turn to Chicago early in July. 

C. H. Granger, vice-president of The 
Ingersoll-Waterbury Co., spent several 
days at the Chicago office calling on his 
many friends in the trade here. 

William A. Kaufman, Jr., son of Wil- 
liam A. Kaufman, president of A. Hirsch 
& Co., Inc., joined this organization last 
month and will be associated with the 
order department in Chicago. 

Owen Pritchard, 4421 Lawrence Ave., 
suffered a small loss early in June when 
window smashers broke the glass in one 
of his show windows and stole several 
rings and small pieces of jewelry. 

Mike Mahar for the past five years 
representing Swartchild & Co. through- 
out Maine, New Hampshire, Massachu- 
setts & Rhode Island, has been appointed 
manager of Swartchild’s Boston office. 

W. S. Marchant, sales manager of 
Ostby & Barton Co., Inc., remained in 
Chicago several days after the wholesale 
jewelers convention and visited the trade 
with their Chicago representative, 
Thomas J. Noonan. 

Billy Lamb, of Geo. 'H. Fuller & Son 
Co., Inc., stopped in Chicago several days 
last month to visit the office here while 
enroute to Pawtucket after an extended 
western coast trip. He will spend his 
vacation this month at Cape Cod. 


visited 
and 
better 





Arthur Lundquist, of Geo. H. Fuller & 
Son Co., Inc.’s, Chicago office, accom- 
panied by his family spent two weeks 
on an automobile trip to Mammoth Cave 
and Smoky Mountain Park before go. 
ing to their country home in Wisconsin, 

R. Friend, widely known to the trade 
here for many years but now associated 
with Maisel’s Indian Trading Post, Al- 
buquerque, N. M., spent several days in 
Chicago recently enroute to northern re- 
sorts for the summer business on Indian 
jewelry. 

Carl Thomas, recently of Thomas- 
Sickle-Vilcak, has opened business for 
himself on the 6th floor of 27 E. Monroe 
St. The office and sales room walls .are 
of prima vera veneer in light finish with 
terra-cotta rubber floor and the diamond 
room walls are of monk’s cloth. 

Hamilton Allen, who has made many 
friends in the Chicago territory during 
his connection with the Chicago office of 
Oneida, Ltd., has been transferred to 
Buffalo. 

Sol Bergman, Omaha wholesaler, re- 
mained in Chicago several days follow- 
ing the convention here last month to 
visit his two daughters and many friends 
in the trade. Mr. Bergman has been as- 
sociated with the jewelry and material 
business in this country for more than 
62 years and last March celebrated the 
50th anniversary of being in business for 
himself. 

Frederick Gottlieb, of Frederick . M. 
Gottlieb & Co., will sail for Europe, July 
23, accompanied by his wife and two 
sons, and will remain until about the 
middle of September in business interests 
and visiting his mother in Holland. His 
son, Robert, who graduated from North- 
western University, will spend two years 
in Cambridge University and then join 
his father’s business in Amsterdam. 

Mack Burnstine, for many years in 
the diamond business in St. Louis and 












Right — William H. Fowlie, 
Eastern sales manager of Elgin 
Watch Co. Checks the time 
of Engineer J. A. Hoyt for the 
first western run. 


20th Century Carries 
International Silver; 


Is Timed By Elgin 


Left—New I. S. Co. Pattern 
Gets its Debut in the Palatial 
Dining Rooms of the New 
Crack Trains. 





Silver, modern as the new trains, The 20th Century and the Broadway Limited, for 
which it was designed and created by International Silver Co. had its debut on the first 
test runs, simultaneously on June 15. The 20th Century was literally started by “Time 
From the Stars” flashed by Elgin Observatory to the train crews in New York and 


Chicago. 
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for the past several years in Los Angeles, 
yisited with his friends here last month. 
He was joined here by his wife and 
daughter, Joyce, and from here went to 
New York where Joyce was married to 
Charles Kopple, son of Louis Kopple, ring 
manufacturer in New York. The young 
couple will make their home in Los 


Angeles. 

Among retail jewelers visiting Chi- 
cago on business last month were noted, 
William F. Zielschneider, McMinnville, 
Oregon; Roland Johnson, West Union, 
Iowa; Melinda E. Terrall, Gibson City, 
[ll.; Eric A. Anderson, Burlington, lowa; 
N. S. Larson, La Junta, Colo.; Mr. and 
Mrs. Phil Trimmer, Hooperston, IIl.; W. 
E. Payne, Payne Jewelry Co., Braden- 
ton, Fla.; and Harry Winkler, Kansas 
City, Kans. 

In the death of August Heurich, who 
died May 23 at the age of 79, Chicago 
lost one of its oldest retail jewelers. In 
the retail jewelry business 52 years, he 
is survived by three sons and _ two 
daughters, all at present associated with 
the trade. One son, Rudolph, and one 
daughter, Ursala were associated with 
the father in his business, Walter oper- 
ates his own business in Chicago, Ernest 
is located at Rhinelander, Wis., and his 
other daughter married Lorenz Wolter, 
a retail jeweler of Chicago. 





Kentucky, Indiana and Ohio R.J.A.’s 
To Meet at Hoosier State Park 


Mapison, Ixp.—For the first time the 
Kentucky, Indiana and Ohio Retail 
Jewelers Associations will meet jointly 
at Clifty Falls State Park, a local resort 
which has been generously endowed by 
nature, July 24, 25 and 26. 

This arrangement permits of fellowship 
and exchange of ideas between the jewel- 
ers of these three neighboring states. 
However, each group will conduct its 
own business sessions and retain its in- 
dividual identity, but speakers programs, 
the banquet and other social functions 
will be held jointly. 

Charles T. Evans, ANRJA secretary, 
will speak. Presidents of these associa- 
tions are: Kentucky, C. M. Bryant, Louis- 
ville, Ky.; Indiana, Robert Mohlman, 
Lafayette, Ind., and Ohio, Henry W. von 
Unruh, Cincinnati, Ohio. 








PEARLS FIT FOR A QUEEN ... 
From the South Seas and the 
Orient, Cultured Pearls in Neck- 
laces and Jewelry of all kinds. 


Imperial Pearl Syndicate 


607 Fifth Ave. New York 
5 No. Wabash Ave. Chicago 

















Wileh, Cae Tepahing 


OUR WORK COSTS NO MORE THAN 
ORDINARY WORK 
BECKER-HECKMAN CO. 


29 E. Madison St. CHICAGO, ILL. 








GENUINE 
Bohemian Garnet 
Jewelry 


HENRY KLAAS CO. 
58 E. Washington St. Chicago 
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Plan to Define Each Operation in 
Watch Repairing Is Backed 
by Badger Watchmakers 


MILWAUKEE, Wisc.—A plan to stan- 
dardize watch trade processes was en- 
dorsed by the Wisconsin Watchmakers 
Association, in its first annual conven- 
tion, attended by approximately 200, 
June 5 and 6, at the Hotel Pfister, here. 

The plan, which, as one member sug- 
gested, may become the magna charta 
of watchmakers, is to define each part of 
a watch repair operation so accurately 
and completely that it may be used as a 
standard of workmanship. When com- 
pleted, the standard is expected to be 
the yardstick with which to measure 
watchmakers. The Wisconsin Board of 
Examiners in Watchmaking is authorized 
by the watchmakers’ licensing statute, 
which this association had passed by the 
legislature about a year ago, to define 
standards of workmanship and skill. 

Good fellowship and fun at the ban- 
quet and other social activities was gen- 
erously mixed with technical lectures and 
business sessions. The enthusiasm shown 
demonstrated that the plan to raise the 
standards and morale of the watchmaker 
is already bearing fruit. 

Officers for the next year are: R. R. 
Meissner, Racine, reelected president; 
B. W. Heald, Milwaukee, reelected sec- 
retary; R. Lees Avery, Appleton, vice- 
president; Anton D. Muschinski, Milwau- 
kee, reelected treasurer; E. C. Schatt- 
schneider, Milwaukee, reelected technical 
director, and Fred Gilomen, Milwaukee, 
national trustee. 

The convention learned that its recom- 
mendation of the appointment of its vice- 
president, Mr. Avery, to the state board 
of examiners. was approved by Gov. 
LaFollette, who named him for a five- 
year term. 


Tradition of Rain is Maintained 
at C.J.A. Golf Tourney 


Cuicaco.—The annual golf outing of 
the Chicago Jewelers Association was 
held at the LaGrange Country Club, June 
9, with about 80 participating in golf 
and more than 100 present for dinner 
and the entertainment of the evening. It 
really did not rain that day although it 
did sprinkle a wee bit in the afternoon, 
just enough to maintain the tradition of 
several years that it always rains on 
C.J.A. golfing day. The only water that 
gave concern to the golfers was that in 
the swift flowing creek which had to be 
crossed six times in the play of 18 holes. 

The day of fun came up fully to the 
expectations which had been aroused by 
R. S. Hulbert and his committee who 
made the arrangements. Prizes were 
numerous and 40 of the players partici- 
pated in the distribution by Tom Mc- 
Mahon after dinner. For low gross Leon- 
ard Lewy and Hamilton Allen tied with 
78. P.M. Marshall and Joe Hilfer tied 
for first in low net with 58 and were 
closely followed by William Burns, 61, 
John Kodak, 62, H. Brookstra, 62, and 
George Cureton, Dave Newman, Fred 
Haller and Sol Cogan, each with 63. 
Prizes for low gross among guests were 
awarded to Ray Rust, 78, Allen Hale, 
89 and Ed. Cochrane, 91. Guests’ low 
net were awarded to M. Kuki, 55, Alex 
Paulsen, 58 and A. Dale, 59. 

During the morning play preliminary 
to the tournament Al Long, of J. R. Wood 
& Co., earned a case of something when 
he negotiated the 16th hole in one. 
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A New Service ~ 


ONSON LIGHTERS 
expertly repaired 
ANNOUNCING THE APPOINTMENT BY 
ART METAL WORKS, INC., OF OUR 
FIVE OFFICES AS OFFICIAL SERVICE 
STATIONS FOR THE REPAIRING OF 
RONSON LIGHTERS. 


REASONABLE GENUINE QUICK 
PRICES MATERIAL SERVICE 


Use Your Charge Account 
For Dial Refinishing Ronson Repairs 


KIRK-RICH DIAL CORP. 
Heyworth Bldg., Chicago, Ill. 


Allen Bidg. 315 W. Sth St. 

Dallas, Texas Los Angeles, Calif. 

Clark Bidg. Seaboard Bldg. 
~~ Seattle, Wash. 








WATCH DIALS 
REFINISHED 


MICHIGAN DIAL REFINISHING CO. 
612 METROPOLITAN BLDG. 
DETROIT, MICH. 








PRO-TEX-SIL prevents TarnisH 


Repeat business from leading stores 
proves its effectiveness. 
GET ACQUAINTED OFFER 

You may order 1 dozen bottles at $7.20 
a dozen. Try one bottle. If not en- 
tirely satisfactory you may return 11 
other bottles for full $7.20 credit. 
Order today. 

WELMAID MANUFACTURING CORP’N 
Dept. 2, 5852 Broadway, Chicago, Ill. 











McRAE & SHAW 
168 N. Michigan Ave. 
CHICAGO, ILL. 


Originators of 
“THE OLD TATTLER” RADIO PROGRAM 
"EXCLUSIVELY FOR JEWELERS” 

















Acme WATCH CO. 


5 S.WABASH AVE. CHICA 


USED WATCH 
MATERIALS 


==="| Jo 








Good Condition 
Good Dials 
0-Size Elgin, Waltha 
743, $2.00 — 153, $3.00 
12 or 16 size Hunting 


DOIWLYD YOd GNIS a” 





73, $1.75 — 153, $2.75 
12 siz Open fae THE PRICE OF 

73, $2.25 — 153, $3. 

16 ones ~~ ou NEW MATERIALS 

73, $2.00 — 15J, $3. pay 

18 size Htg. Elg., Wal. | Wheels, pinions, 

73, 75¢ — 153, $1.25 pallet forks, etc., ° 


18 size O.F. Elg., Wal. for all watches. 
Send sample of 
what you want! All 
Guaranteed! Remit 


only if satisfactory. 





















Where to Buy 
IMPORTED 
China and Glass 


ROYAL DOULTON 
English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 


WM. S. PITCAIRN CORP ATION 
104 Fifth Ave. New York, 








oats, 
Famous the World cow 


Available from New York 





ROSENTHAL CHINA CORP., 149 Sth ‘Ave, New York 


CHINA ] 





CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


im stock for immediate delivery. Great 
variety of patterns and designs. 
tre your urgent orders. 


PAUL A. STRAUB & CO., Inc. 


Importers, 105-107 Fifth Ave., New York | 








ROYAL CAULDON and eoatroet 


China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 

GIBSON & SONS TEAPOTS 


EDWARD BOOTE %:2) Wino": 


NEW YORK, N. Y 
SHORT LINES—SERVICE PLATES 
Dinnerware from the 


Heinrich & Co. and 





Winterling Factories | 


FROM NEW YORK STOCK 
Heinrich and Wimertin Inc. 


49 W. 23rd St. yp A N. Y.| 


W. E. LINDEMANN 





GLASS 


CANDELABRA CANDLESTICKS 
STEMWARE DECANTERS 
VASES BOWLS 
GIRANDOLES LAMPS 

FROM STOCK 


225 FIFTH AVENUE, N. Y. 








THEODORE HAVILAND 


CHINA DINNERWARE 


Made in Made in 
America ALSO France 


GENUINE FRENCH QUIMPER POTTERY 
Prompt shipments from local stocks 


THEODORE HAVILAND & CO., Inc. 
26 W. 23rd St. New York 








JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York, N. Y. 


MYOTT SON & CO., England 
ROYAL BAYREUTH CHINA, Bavaria 
CHATEAU CHINA, Czechoslovakia 
FRANCISCAN WARE, Gladding McBean & Co. 








| = Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 








A little drama _ be- 
tween old friends— 
Edward Barber, left, 
retiring from Rail- 
way Express Agency, 
receives watch from 
John H. Ballard, 
president of Bulova 
Watch Co. 





When Edward Barber retired after 41 years and eight months of service with the 
Railway Express Agency—23 of them handling shipments for the Bulova Watch Co— 
John H. Ballard, Bulova’s president, slipped into the shipping room and informally 
presented Mr. Barber with a watch. This was more than mere appreciation for nearly 
a quarter of a century of service during which Mr. Barber had never lost a single 


package. 
with the packages. 


For when Mr. Barber first took over his duties, Mr. Ballard assisted him 
Mr. Ballard had come with the Bulova Watch Co. three years 


previously, and had started work, his first job, as an office boy at $5 a week, which in 
those days was a good pay for that work. Since that day when the friendship between 
the two men took root, Mr. Ballard went from office boy to shipping clerk, thence to 
salesman, and finally in 1936 he was elevated to the presidency of the company. 





Ronson Products, Inc., Newark, N. J., 
have just begun shipments of their latest 
product, Ronson shaver, an electric dry 
shaver which uses a hollow-ground blade, 
similar in construction to a fine straight 
razor. Its round shaver head is said to 
slice off the hair with a razor-like swoop, 
behind an easy-sliding safety guard. The 
shaver is styled with chromium plated 
head and streamlined handle in maroon, 
shaped to fit the hand. 

* * «# 

The Streamliner Smokers’ Set is the 
newest addition to the Evercraft gift 
family manufactured by the Everedy Co., 
of Frederick, Md. Blond maple and 
chrome are used in both the trays and 
the cigarette box, which measures 11 by 
three inches and holds 60 cigarettes. The 
ash receivers are in the form of semi- 
circular bowls of chrome set on serrated 
bases of maple. 

* * 

Promotional material to assist retail 
jewelers in the merchandising of wedding 
and engagement rings has been prepared 
by the research department of J. R. 
Woods & Sons, Inc., 1325 Atlantic Ave., 
Brooklyn. Aids include: An attractive 
window display of ancient wedding rings, 
material suitable for newspaper  pub- 
licity or a talk, “What the Ring on Your 
Finger Means,” advertising mats in 
various sizes, photostats of the letter 
signed by the Rev. Robert A. Jardine 
acknowledging that he had given J. R. 
Woods & Sons “the first and only de- 
scription’ of the wedding ring with 
which the- Duke of Windsor married the 
Duchess, and a news release to be given 
the press concerning the local display of 


the replica of the eight-sided ring, which 


is made by J. R. Woods & Sons in —ulleis 
gold, with or without diamonds. 
* * * 

“Sports and Trophies for Them’ is 
the title of an elaborate history of many 
major sports prepared by Frank G. 
Menke, editor of the All Sports Record 
Book and catalog of trophies made by the 
International Silver Co. Sixteen complete 
pages, illustrated with sports photo- 
graphs, are given over to the history and 
development of various forms of ath- 
letics. The balance of the brochure pic- 
tures victory figures, trophy columns, 
plaques, and specially designed presenta- 
tion pieces made of sterling silver, silver 
plate and bronze. 

* * * 

Creation of an electric razor, priced for 
the mass market, has been announced by 
Ingersoll-Waterbury Co., makers of 150,- 
000,000 watches. This new razor will be 
marketed through Ingersoll-Waterbury’s 
regular channels of trade, with advertis- 
ing and point of sale displays. 





Where to Buy 
DOMESTIC 
China and Glass 











LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 


“fo 


LENOX 
LENOX, INC. 




















LEVY BROS. CHINA CO., Inc. 
79 Fifth Ave., N. Y. 


Representing: 


Wedgwood & Co., Ltd. England 
James Sadler & Sons England 
Royal Stafford England 


Robert Haviland & Le Tanneur Limoges, France 


Open Stock Dinnerware and Service Plates 
Encrusted Gold Artware 


HAWKES CRYSTAL fe 
GLASSWARE il 
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See 





for discriminating 
people—WRITE 


T. G. HAWKES & CO. 


CORNING, N. Y. 
N. Y. Office: 542 5th Ave. oLp warrrrory 
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The Development of Skill in Using Watchmakers’ Tools 


and the Use of Steel in Watchmaking and Repairing 


by JOHN J. BOWMAN 


Chairman, Educational Committee, The Horological Institute of America 


HE change in the title of this series of articles indicates 

an evolution in its subject matter—an enlargement of 
its scope. The series began as an explanation of the steels 
used in horology, and tools and their use for shaping and 
finishing certain watch and clock parts of steel. Then a 
demand came for it to include the use of other tools; and 
to cover broader ground generally. This we are doing; 
and the present installment will take up the use of the 
watchmaker’s lathe and its most important attachments. 

I believe that it will help readers to learn more from 
these articles if some explanation is made of the pedagogy 
—the teaching method—upon which they are based. 

It would be easy to write in a brief and breezy way, 
for example: “How to make a balance staff.” While 
this would be as easy to read as to write, it would be of 
little or no practical use to you, because it would have to 
leave out the biggest HOW of all—which is how to get 
the skill first, without which you could not make use of 
simple directions how to make a staff, or anything else 
that calls for highly developed mechanical skill. 

So the method of these articles is to guide the reader 
in developing sound basic skill for his craft, instead of 
handing him a little bag of tinker-tricks that would be 
useful only where no one knows better. Especially now, 
when our craft is moving toward higher professional levels 
through State licensing of watchmakers, it is wise for the 
young man entering the craft, to build his ability on a 
solid foundation only, for security for his future. 





CLASSIFICATION OF OPERATIONS, AND 
EQUIPMENT FOR LATHE WorkK 


The first thing the student of lathe work should learn 
is, broadly, the various types of lathes and attachments; 
which ones are best for certain uses, and the reasons why. 
This, not only to know what to buy; but also, after one 
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has accumulated his outfit, to be able to decide from 
among its pieces, which one will do the best work in the 
shortest time, on any particular job. This knowledge 
will enable one to decide such questions as: “for turning 
this piece of work, shall I use hand gravers or a slide- 
rest?”’; “for this hole, shall I use a drill, or a boring 
lathe-tool?”; “would it pay me to invest in a jeweling 
caliper attachment?” and so on. Such questions turn up 
continually. He who knows the principles of lathe work 
can make correct decisions, and do better work, and save 
time thereby. 

A watchmaker’s lathe and attachments may be likened 
to a miniature machine shop equipment. But where the 
latter has separate machines for the principal operations, 
the watchmaker’s lathe has removable devices for purposes 
other than hand turning. Of these some are of everyday 
importance; of others, it may be questioned whether their 
usefulness justifies investment of the money they cost, 
except in a shop with more than the normal number of 
certain special jobs to do. 

Now let us consider the principal operations in lathe 
work; then we will be ready to discuss the equipment for 
doing them. 

Mainly four types of operations may be performed 
with the watchmaker’s lathe and its attachments: turning, 
boring, grinding, and milling. 

TURNING includes producing things out of a piece of 
material rotated in the lathe, while against it is held a 
cutting tool, held and controlled either by the hand or in 
a slide rest. - 

Borin, including drilling, comprises cutting in the 
interior instead of on the outside of a piece of material 
being given form. 

GRINDING is forming or finishing a piece of work 

(Please turn to page 69) 











K&L 


GOLD 
STANDARD 


IS 999.75 PLUS 


and other standards of fineness maintained 


in all our other metals 


FINE GOLD PLATINUM 
PALLADIUM IRIDIUM 


Ruthenium — Rhodium — Osmium — Silver 
Platinum in all degrees of hardness 


Platinum and Gold Solders 
Stamped with the K & L guarantee of Quality 


we suc voor ©=K astenhuber & Lehrfeld 


SWEEPS — FILINGS 
SCRAP GOLD AND SMELTERS AND REFINERS 


en 24 JOHN ST. NEW YORK, N. Y. 


























Western Electric- QUARTETTE 
cfe OF STANDARD BOOKS 


OPHTHALMIC LENSES 
By Emsley and Swaine, distinguished English authorities. 


Dealing with theory and shop practice; 318 pages, 
numerous diagrams and useful tables; price $6.00. 


W ATC a t c 7 H E PR I A j n G PRINCIPLES AND PRACTICE OF 


PERIMETRY 
(Third edition, thoroughly revised) 
By Luther C. Peters 


A favorite text book for years; 280 pages, with dia- 
gtams and colored plates; price, $4.50. 


RECENT ADVANCES IN 
OPHTHALMOLOGY 


By W. Stewart Duke-Elder 


Telling of research work in Ophthalmology and as- 
sociated sciences; hence it has much of at least indirect 
interest to optometrists; 434 pages, well illustrated; 






































price, $4.00. 
= ! t - 
aieathongatescmnnals seat OPHTHALMOSCOPY, RETINOSCOPY 

a WESTERN ELECTRIC WATCH-RATE AND REFRACTION 

RECORDER—which tests and certifies the By W. A. Fisher 

accuracy of your work. Wire for full par- 290 pages, profusely illustrated; price, $3.75 

ticulars of our pay-from-profits plan. Guder from 

M C O CT THE OPTICAL JOURNAL & REVIEW 
AMERICAN TIME PRODU S, Inc. 239 W. 39th St., New York 
580 FIFTH AVENUE, NEW YORK CITY, Sole Distributors 
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Skill in Using Tools 
(From page 67) 


rotated in the lathe, using an abrasive lap instead of a cut- 
ting tool; either a hand-lap which acts like a file, or a 
circular lap which rotates against the work. 

MILLING is the production of forms by a rotating cut- 
ter, with the work held relatively stationary; for examonle, 
gear-tooth cutting with the wheel-cutter lathe attach- 
ment, or gear-tooth alteration with the rounding-up at- 
tachment. 

The above classifications will be referred to as we take 
up these operations one at a time, and discuss the best 
equipment and its use for each operation. 


EQUIPMENT FOR TURNING 


In order to pack as much as possible of practical in- 
formation into the space at hand, the policy will be fol- 
lowed of not taking up space for pictures of things 
familiar to readers. In every shop there are lathes; and 
at least some of the attachments. So, until we arrive at 
explanation of things that are more unusual, there will 
be no need for illustrations. 

The modern watchmakers’ lathe, introduced about 80 
years ago, took the place of the Bottum lathe, which had 
then to some extent superseded in this country, the dead- 
center lathe for turning, which was driven with a “fiddle- 
bow.” Bottum’s was a live-center lathe; the work was 
held and rotated by the spindle, instead of supported on 
stationary points as it turned, as in the dead-center lathe. 
Bottum’s lathe had a solid spindle—not hollow as in mod- 
ern lathes—and all work had to be held in cement, as 
there were no split chucks then. Setting and removing 
work consumed much time; and only short pieces of 
material could be worked on. 

About the year 1859, to overcome the two objections 
mentioned, the watchmakers’ lathe with hollow live- 
spindle and split steel chucks, was introduced by tool- 
makers from the American Watch Co. of Waltham, 
Mass., then unemployed because of a business depression. 
What they designed was substantially the watchmakers’ 
lathe of today, now made all over the world, but known 
as “the American lathe” to designate its type. 


THE EssENTIALS IN CHOOSING A LATHE 


The beginner, faced with the choice of a lathe, may be 
confused by conflicting claims and opinions of makers, 
dealers, and even of experienced workmen. Usually a 
watchmaker feels that the lathe he has is the best, and 
recommends it as the only one to buy. It is like with 
breeds of dogs; the fond owner of a chow cannot see what 
good anyone sees in a bulldog—and so it goes. The truth is 
that in lathes as in dogs, some things are vitally important 
and some are mere matters of taste. So the most prac- 
tical advice we can give upon the choice of a lathe is to 
tell exactly what things are important, and leave the rest 
for the buyer to decide for himself. 

Whatever make of lathe you buy, and whether made 
in America or abroad, the essential things are: (1) a spin- 
dle and bearings that are true in themselves and run true 
with each other; (2) chucks that run true in the spindle; 
(3) the top and guides of the lathe bed absolutely straight 
and parallel to the axis of the spindle; (4) the guides on 
bases of headstock and tailstock trued to bed and axis of 
spindle so that when taper points in lathe and tailstock 
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spindles are brought together, they will meet exactly, at 
all points along the length of the bed; (5) spindle, bear- 
ings, and front portions of chucks of hardened and tem- 
pered steel, seasoned and finished so that their original 
trueness and fitting will be unimpaired for many years. 
With the above named qualities assured, minor details 
may be chosen according to taste—whether oilcups or 
not; the form and size of chucks; materials used in non- 
acting parts, and so on. What really matters is that the 
parts that directly affect accuracy of product and the 
maintenance of this accuracy “for life,” shall be as stated 


in (1) to (5) above. 
TESTING TRUENESS OF A LATHE SPINDLE 


To point out faults that should not exist in a lathe, 
without telling how to make sure that such faults are not 
there, would be of little use. So some simple tests will be 
explained, to use in case doubt arises. It should be empha- 
sized that the leading tool makers have very rigid inspec- 
tions at every step in their work, and it is hardly possible 
for a new lathe of good make, or its chucks and attach- 
ments, to reach the market with any defect; the manu- 
facturers, more than anyone else, are concerned that their 
product shall be perfect. But tools originally perfect may 
be misused and spoiled; how to avoid this will be taken 
up later; but if for any reason it is suspected that a lathe 
or any of its chucks are untrue, this may be verified, or 
you may be reassured, by the following procedure. 

In every case, the first thing to make sure of is that the 
lathe spindle itself runs untrue; because if not, even a per- 
fectly true chuck will not run true in it. 

Remove the split adjusting nut from the back end of 
the spindle, by inserting a screwdriver blade in the slot, 
holding this while turning the lathe pulley by hand, until 
the nut comes off. Remove the binding-screw from the 
pulley. Lay a piece of soft wood against the back end of 
spindle, and tap this with a hammer until the spindle is 
free of its back cone and may be drawn out from the front 
of the lathe head. Clean the spindle and bearings well 
with gasoline. Reassemble. Without oiling the spindle, 
adiust its endshake until it has practically no play, but is 
fully free to turn. It will turn under these conditions 
if the spindle is true; but if untrue, it will bind and 
stick at some point in its rotation. If it turns freely, this 
indicates that the outside of the spindle is true, and the 
bearings may be presumed true with it. It remains to see 
whether the chuck-throat inside the spindle is also true. 

Oil the spindle; put the belt on the pulley. Wash the 
chuck-throat with a clean chamois skin wet with gasoline ; 
dry it, so the metal is clean and bright. If necessary, so 
as to have it bright and free from irregular discolorations, 
press a wad of fine grained emery paper into the throat 
while the lathe runs, to clean it bright. With no chuck 
in, and the draw-in spindle (chuck-tightener) removed, 
arrange so that light shines into the spindle from its back 
end, and look into it from the front, while the lathe runs 
at moderately slow speed. Move your head slightly if 
necessary, until you can see shadows of an angular form, 
inside the spindle. ‘The two places to look at are the 
tapered portion next the front of the spindle, and the 
cylindrical portion farther in, where the body of a chuck 
is when in place. If shadows don’t appear to “flicker” as 
spindle turns the inside of it is true. 

(To be continued) 
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Manufacturers would 
not recommend us to 


their friends if they 


were not satisfied 


themselves. 


SWEEP 
SMELTERS 


BIRMINGHAM, ENG. 














HEADQUARTERS 
FOR SUCCESS 


Successful business men appreciate the 
need for modern comfort and conve- 
nience when they travel. And so, al- 
most invariably, they stop at The Ben- 
jamin Franklin when in Philadelphia. 
® For The Benjamin Franklin is Phila- 
delphia’s modern and convenient ho- 
tel. 1200 big comfortable rooms. Food 
that tempts the most travel-harrassed 
appetite. Service that soothes travel- 
jarred nerves. Rates that fit every travel 
budget. © Try The Benjamin Franklin 
yourself the next time! 


The BENJAMIN FRANKLIN 
Philadelphia 


SAMUEL EARLEY, Managing Director’ 














“THE PATHWAY TO SUCCESS” 





WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 
SCHOOL OF HOROLOGY 


Dept.C Peoria, Il. 
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JUST PUBLISHED... 


JEWELRY, GEM CUTTING and METALCRAFT 

by W.T. Baxter 

Instructor in Art Metal and Jewelry, 
Woodrow Wilson High School, Washington, D. C. 
A book explaining the tools, materials and methods used in trade 
shops. A reliable guide for apprentices—a helpful and infor- 
mative book for the journeyman worker. 
Contains 224 pages—Profusely Illustrated 
Price $2.50 Postpaid 


The Jewelers’ Circular-Keystone 


Chestnut and 56th Sts. 239 West 39th St. 
Philadelphia, Pa. New York, N. Y. 
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NEW BEDFORD 
MASSACHUSETTS 


WF Nye Inc. 


ESTABLISHED 1844 
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WORKSHOP WOES € QUIEIRITIES 


EW WATCHES—When a customer brings in a 
bracelet watch that we sold two or three months ago, 
and same needs cleaning, as is so often the case, what 
should we do? Clean it and charge her for it? Clean it, 
no charge? Or return the watch to the factory? (Ques- 


tion No. 5133.) D. H. 


Answer—Putting ourselves in the customer’s place, 
we can see that she would feel poorly served if she had 
to pay for cleaning a watch three months after buying it 
new; so undoubtedly, the watch should be cleaned with- 
out charge. As to sending the watches found with thick- 
ened oil back to the manufacturer or wholesaler to be 
cleaned prior to sale, this brings up the fact that watches 
lying in stock have the oil gradually thickened by evapora- 
tion, etc., just as happens with watches in use; so the 
question of responsibility in this would depend upon the 
condition of the oil at the time you receive them from 
your source of supplies. Watches just sold to you should 
have oil in good condition; just as watches you sell should 
have it so, when delivered to your customers. If a watch 
has been in your stock long enough for oil to thicken you 
should not expect a manufacturer or wholesaler to clean 
it for you. What should be done, to be perfectly fair to 
everyone concerned, is to examine the oil in incoming new 
watches; and if old and thick, make an adjustment at 
that time, about this, with your wholesaler; and before 
a customer takes a new watch out examine it and clean 
it if the oil is found thickened. This policy followed reg- 
ularly will avoid any trouble at either end of the matter. 


“1 UZEE”—When was the “fuzee,” that is part of the 
train in some old watches and clocks, invented? 
Would also like to know who the inventor was, and where 


he lived. (Question No. 5134.) J. W. C. 


Answer—For the information of readers generally, 
we had better preface the reply to your questions by ex- 
plaining that a “fuzee” or “‘fusee,” is what is generally 
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described rather questionably as the “chain-drive” in an 
old watch or clock. A fuzee is a grooved cone, on the 
mainwheel arbor, which is turned by a chain that un- 
winds off the fuzee on to the mainspring barrel. The 
gradually lengthening leverage of the fuzee compensates 
for lessening power as the mainspring runs down, equaliz- 
ing the motive power. It was important in days when 
train gearing was cruder, mainsprings relatively thick and 
short, and before detached escapements and isochronally 
adjusted balance springs were known. With the latter 
improvements, the fuzee gradually went out of use in 
watches, as the vogue called also for smaller, thinner de- 
signs. 


LD WATCH—A customer has brought to us an 

old English watch for information about its age. 
The movement is engraved “Wm. Robinson, Liverpool, 
No. 5485.” Will you tell us what to say about this? 
(Question No. 5135.) J. J. Corp. 


Answer—Watches made by William Robinson, of 
Liverpool, England, are in various collections, of known 
dates from 1803 to 1830. This gives the basis for the ap- 
proximate age of your customer’s watch. But we could 
tell you the exact age if you will press hot sealing wax, or 
any similar plastic material, into the marks stamped in- 
side the case of the watch, and send us these impressions— 
that is, if the stamps prove to be hall-marks. Hall-marks 
are Government Assay Office stamps guaranteeing the 
quality of precious metals. A different combination of 
marks is used for each year; this incidentally indicates 
the age of a piece of work, as in certain cities this hall- 
marking has been done during some centuries. It would 
also be well to send along with the hall-mark impres- 
sions, a description of the mechanism of the watch move- 
ment—what type escapement it has, whether a fuzee and 
chain next to the mainspring barrel, and any other fea- 
tures differing from those of modern watches. 








20 to 25 Per Cent Down and Shorter 
Terms Advocated for Jewelers 
at N.R.C.A. Convention 


PITTSBURGH, Pa.—Shortening of credit 
terms in the sales of jewelry for the re- 
mainder of the year was among the many 
things advocated by the jewelry yroup 
conference of the National Retail Credit 
Association’s convention here June 21-25. 

Jewelers present from all parts of the 
country were confident that there will be 
a material increase in volume of business 
over the next six months. 

A. C. Dun, credit manager for the John 
M. Roberts & Son Co., Pittsburgh, chair- 
man of the jewelry group conference, pre- 
sided at the group meetings. Many per- 
tinent questions were asked and answered 
by those present and answers given, dur- 
ing the first day’s conference. The ques- 
tions and answers follow: 

1. What is the outlook for the jewelry 
business for the next six months? Ans.— 
The 1938 Christmas volume will be less 
than 1937, but the last six months of 1938 
will be proportionately better than the 
first half, 

2. Should there be a regular uniform 
down-payment according to the amount 
of the sale? Ans.—Yes, and it should 
be 20 to 25 per cent down. 

3. Would it be good business to take 
a chance in passing on credit to obtain 
volume? Ans.—Volume should never be 
obtained at the expense of credit risk. 

4. Is credit helpful to sales and not a 
hindrance? Ans.—Jewelry should be 
sold on its merit and not on the basis of 
terms. 

5. Is there a tendency to shorten or 
lengthen jewelry terms? Ans.—All agreed 
to shorten terms to five months, with an 
additional month as optional. 

6. What percentage of the total net 
charge sales should be spent each year in 
soliciting new charge accounts and busi- 
ness in active accounts? Ans.—About 
one-tenth of 1 per cent and one-half to 
not quite 2 per cent. 

7. Should different colored sales tickets 
be used for C.O.D.’s, law-away forms, 
etc., and should the contract be printed 
on the back of the sales ticket for budget 
accounts? Ans.—Yes, if you have vol- 
ume and if it is the policy-of your house. 

In the main these questions were an- 
swered by such credit managers as Wil- 
liam M. Biddow, of Bromberg & Com- 
pany, Birmingham, Ala.; Joseph G. Ost, 
of Cowell & Hubbard Co., Cleveland, 
Ohio; Meyar Jason, of H. Galperin 
Jewelry Co., Charleston, W. Va.; and 
Mr. Dunn of the John M. Roberts & Son 
Co. 





Golden Roosters Enjoy Annual 
Outing at County Club 


Cuicaco—The 18th annual all-day out- 
ing of the Golden Roosters of Chicago 
was held again this year at Twin Or- 
chards Country Club, June 22, with 110 
members participating. 

The six candidates who were in ser- 
vice all day will long remember the 
events which transpired during their long 
participation and will never forget their 
ride on the trick donkey. Those who 
became full fledged Roosters on this oc- 
casion were: Edward L. Erickson, Baker 
& Co.; Tom Kouzmanoff, Benj. Allen & 
Co.; Joseph Miske, H. A. Wilson Co.; 
Maurice Helfer, Helfer-Patzwald; Thos. 
H. Gallager, Handy & Harman, and 
Dave Goldberg, Drach-Weinfeld Co. 

The “Peddlers” followed up their vic- 
tory of last year over the “Buyers,” the 





first in several years, with another by 
a score of 6 to 4. Winning trophies were 
awarded E. L. Imhoff, manager, and 
Leonard Goodman, captain of the vic- 
torious team, and consolation prizes were 
given to Otto Lieberman, manager, and 
Herman Kramer, captain of the losers. 

In addition to the ball game there were 
horse shoe games and many other games 
to engage the attention of all. Nearly 100 
fine prizes made a tempting urge for 
competition. 

Dinner was served at seven, Chanti- 
cleer Dave Newman presiding, and he 
announced that in order to be sure of 
having all business disposed of before 
the fight report the prizes would be dis- 
tributed during dinner, and asked Leon- 
ard Lewy to announce the winners. 

In golf, Hamilton Allen led with a 
gross of 76. Gordon Peterson and L. B. 
Lewy followed with 79 and 81. James 
Frawley was first in low net with a 63, 
followed by R. Shell Hulbert with 65 
and Henry Brookstra with 66. The cham- 
pion horseshoe team was Cliff McLane 
and Fred Haller, with Henry Brookstra 
and Frank Bruns, runners up. 





Elgin’s Cruise to Havana, Nassau 
Rewards Wholesale Salesmen 
From All Over Country 


Caribbean sun tan is the latest fashion 
for top-notch wholesale watch salesmen! 
At least so our scouts report after chat- 
ting with members of the Elgin “Buried 
Treasure” cruise which returned to New 
York, June 10, after more than a week 
in southern waters with exciting stops 
at Nassau and Havana. 

Almost 100 men made the trip, as 
guests of the Elgin National Watch Co. 
under the leadership of Howard D. 
Schaeffer, vice-president, and Frank R. 
Brodsky, advertising manager. T. Albert 
Potter, president, whose vigorous plan- 
ning through more than eight months had 
put the whole idea across, was unable at 
the last moment to make the journey. 

Before embarking, June 1, the group 
participated in a colorful ground-break- 
ing ceremony on the site of the Elgin Ob- 
servatory Exhibit to be erected for the 
New York World’s Fair. President Pot- 
ter wielded his shovel expertly to the ac- 
companiment of applause and clicking 
cameras. 

Saturday, June 4, gave the group a 
chance to try their land legs again. . 
at Nassau in the Bahamas. Sunday night, 
Monday, and Monday night found the 
Elgin party “doing” Havana in very 
thorough and pleasant fashion. 

Only four official meetings were held 
for the Elgin guests aboard the “Carin- 
thia.” But those four, according to the 
men in attendance, packed a real wallop. 
Prof. Frank D. Urie, head of the Elgin 
research laboratory, started the ball 
rolling with a demonstration of some of 
the new Elgin scientific equipment. 

Kennett W. Hinks, vice-president of J. 
Walter Thompson, Elgin’s advertising 
agency, provided an illuminating analysis 
of the strategy and planning behind El- 
gin’s effective advertising campaigns. 


Frank R. Brodsky, advertising manager, © 


with plenty of exhibits at hand, talked 
convincing facts on the way successful 
retailers are localizing Elgin advertising 
and making it their own by simple tie-up 
devices. The final business session came 
as a climax. Howard D. Schaeffer of- 
fered a preview of the new Elgin line 
for 1939. 
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Wholesalers and Manufacturers of 
Cincinnati Hold Outing 


CincinnaTI—Of the 96 celebrants who 
attended the annual outing of the Cin- 
cinnati Wholesale Jewelers & Manufac- 
turers’ Association, 35 of them were re- 
tail jewelers from Ohio, Indiana and 
Kentucky. The retailers were guests of 
local wholesale houses and were regaled 
all day Tuesday, June 7, at the Ryland 
Country Club in Kentucky. 

Showers interfered with outdoor sports 
but failed to stop the golfers, ball players 
or those taking part in the horseshoe 
tournament. E. P. Sohngen of A, G, 
Schwab & Sons won the first leg on a 
cup that has been given by the jewelers, 

There was a ball game in the morning 
and also one in the afternoon. Max 
Litwin and Arthur Hirschfeld won the 
doubles in tennis from Jake and Boris 
Litwin, 16-14. The outing was in charge 
of a committee consisting of Clarence 
Loeb, chairman; Arno Dorst, Bill Os- 
kamp, George Brown and Charles Grift, 





State Horological Guild Organized 
at Arizona R.J.A. Convention 


PHOENIX, ArIz.—The formation of a 
state horological guild was one of the 
principal matters of business transacted 
at the annual convention of the Arizona 
R.J.A., at the Hotel Adams, Sunday, June 
5, with 45 jewelers and watchmakers in 
attendance. 

Officers elected by the board of direc- 
tors were: Adolph Cubitto, Globe, Ariz., 
president; Harry Rosenzweig, Phoenix, 
vice-president, and Newton Rosenzweig, 
Phoenix, secretary-treasurer. Directors 
for the five state districts were named as 
follows: Northern, Charles Robb, Pres- 
cott; Western, William Baird, Yuma; 
Central, Frank Seigley and Harry Rosen- 
zweig, Phoenix; Eastern, Adolph Cu- 
bitto, Globe; and Southern, Frank Upp, 
Tucson, and Austin Lister, Douglas. 

The following were named as officers 
of the newly-formed horological guild: 
Joseph Cubitto, Sr., Globe, president; Roy 
Marsh, Tucson, vice-president, and F, 
Ludlow, Phoenix, secretary-treasurer. 








Mrs. Martha H. Elliott, left, of the 

Womens International League for 

Peace and Freedom and Miss Eve- 
lyn Athers, Holland, Mich. 


Princess Beatrix, who some day may 
be queen of the Netherlands, has been 
given a complete “baby set” of “Juliana” 
sterling silverware, made by the Watson 
Co. and named in honor of Princess 
Juliana, the baby’s mother. The Nether- 
land’s Pioneer and Historical Society of 
Holland, Mich., whose membership con- 
sists of Holland-Americans, presented the 
set, which consists of plate, porringer and 
cup and a diminutive knife, fork and 
spoon. 
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WATCH WORK FOR THE TRADE 
—Continued 








HIGH GRADE watch repairing for the 
trade; prompt _ service, reasonable 
prices; all work guaranteed; a trial 
will convince you; crystals fitted for 
any watch. George Crystal & Co., 613- 
614 Metropolitan Bldg., Detroit, Michi- 


gan. 





—— 


GUARANTEED watch repairing (no 
cleaning machine), expert watch- 
makers; promptest service; trial 
order will convince. S. A. Peck & 
Co., 55 East Washington St., Chi- 
cago, Ill. 





WATCH REPAIR establishment for 
the trade since 1918; out of town 
orders carefully attended to. I. 
Kunnel, 2 West 47th St., New York 
City. Phone Bryant 9-5065. 








To Let. 


Minimum charge (25 words) $1.50 
Additional words. 5 cents a word 








OFFICE, whole or part, with benches or 
without; also suitable for dealer; rea- 
sonable rent. Room 1201, 62 West 47th 
St.. New York. 





FOR RENT, large North window, ideal 
for stone dealer, setter, etc.; 15th floor, 
independent entrance, 62 West 47th 
Street, New York. BRyant 9-3728. 





WE DISMANTLE, MOVE AND INSTALL, 
jewelry factories. Krasilovsky, Safe & 
Machinery Movers, 139 Grand St., New 
York. CAnal 6-2500. We also buy and 
sell safes. 





SMALL SPACE, very reasonable; suit- 
able for watchmaker, colored stone 
dealer, setter or engraver; North and 
East light; cheerful office. Room 1102, 
22 West 48th St., New York. 








Special Order Work anv 
Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a wora 








PENS REPAIRED FOR DEALERS, 
fountain pens, desk pens, ‘“Vaku-um" 
pens, pencils, etc., repaired at standard 
prices; mail all makes to one place for 
better service; est. 1904; we feature 
gold pen points and repairing. Welty 
Pen and Repair Co., 38 S. State St, 
Chicago. 








#HM#iscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








LEARN WATCH REPAIRING by doing 
it; thorough training under expert 
instructors. For information write 
Standard Watchmakers Institute, 111 
West 11lth St., New York. 





PATENT ATTORNEY secures patents, 
trade-marks, copyrights; call or send 
me your sketch or model; confidential 
advice; literature. ‘ Polachek, 
1234 Broadway, New York. 


LEARN ENGRAVING, designing, chas- 
ing, wax modeling at Wehde Studios of 
Jewelry and Metal Craft, associated 
with Newman School of Art, Orlando, 
Florida; send for prospectus. 





WATCHMAKERS! increase your abil- 
ity through the highly recommended 
books: “Rules and Practice for Adjust- 
ing Watches’ and “Practical Balance 
and Hairspring Works”; circulars free. 
Walter Kleinlein, Waltham, Mass. 











YOU WANT A POSITION 

YOU WANT A SALESMAN 
YOU WANT A WORKMAN 
YOU WANT TO EXCHANGE 
YOU WANT A PARTNER 
YOU WANT TO SELL OUT 
YOU WANT TO SELL TOOLS 
YOU WANT TO LET A PLACE 
YOU WANT ANYTHING 








USE THE 


Want Advertisements 


of the 


Jewelers’ Circular- 
Keystone 

















Chicago Advertiser tells why— 





G. Hurtubise 


Watch Rapairing 


SINCE 1902 


| 


The 


he concentrates 
his advertising in 


35 EAST WACKER DRIVE 
CHICAGO 


Februery 4, 1958 


Mr. Wheeler, , ; 
Jewelers! Circular-Keystone, 


29 E. Medison Street, 
Chicego, Illinois. 


Desr Mr. Wheeler: 


da with results 
I am very much please . 
from my smell ad in the Jewelers' poe ges a 
Keystone in November end December en sh 


continue esch month for @ yeere 


in the 
I also used this same ad ° 
. smell jewelry peper- Quite 8 few eet ™ 
4 factory replies were or pen rt oy 
a the Jewelers re - 

ris oe I am going to concentrate in 
your peper. 


Yours very truly, 


G. Hurtubise 


M4 Rew 








Jewevers’ Circutar-KEeyYsTone 


BECAUSE: 


His ad in this publication produced results 
based upon the effectiveness of the classified 
pages which proves intense Reader Interest. 

The circulation of Jewelers’ Circular-Keystone 
is so routed that all important sources con- 
tributing to Jewelry business are reached. 
Jewelers’ Circular-Keystone is the authority— 
it points the way in ideas and merchandising— 
and besides this it offers the only paid A.B.C. 


circulation in the jewelry field. 


The 
JEWELERS’ CircuLarR- KEYSTONE 
239 W. 39th St. 4 oe Chestnut & 56th Sts. 
New York PUBLICATION Philadelphia 
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ACROSS 
EDITORS 


The United States Circuit Court of Appeals, 
New York City, has unanimously affirmed the order of 
the Federal Trade Commission, requiring L. & C 
Mayers Co., Inc., New York City, to cease and desist 
from the practice known as wholesale-retailing. 

Jewelers in all sections of the country have been wait- 
ing for a decision in this case. The proceedings were be- 
gun some time ago and attracted widespread attention in 
the jewelry trade. 

The case has been before the Federal Trade — 
sion since 1931 when Felix H. Levy, counsel, and Wil- 
son A. Streeter, chairman of the Legislative Committee 
of the American National Retail Jewelers Association, 
presented it. 

The unanimous affirmance by the Circuit Court of Ap- 
peals of the order issued by the Commission commanding a 
cessation of this practice should be of much interest to 
other industries which are affected in a similar manner. 

For years retail and wholesale jewelers have complained 
of this condition which has been a sore spot in the 
industry. Perhaps the immediate benefits to the trade 
from the decision of the Circuit Court of Appeals will not 
be of as great importance as the fact that for years to 
come the decision against L. & C. Mayers Co., Inc., will 
deter new firms from wholesale-retailing. 


= a 
With the holding of the 


American National Retail Jewelers’ convention the week 
of August 29 at the Waldorf-Astoria Hotel in New 
York, many questions of importance and interest to mem- 
bers will come up for consideration. 

Among these is one of unusual importance which 
should be given most careful consideration. It involves 
the taking into the A.N.R.J.A. as full members, buyers 
of jewelry and kindred articles usually handled in the 
jewelry department of department stores. 

For years there has been a strong feeling against the 
membership in the A.N.R.J.A. of anyone connected with 
a department store, but this feeling is dying out and it 
is now believed by many that the department store jewelry 
buyer has a place as a member of the association. 

There are many good reasons in support of this atti- 
tude. First of all, if the department store buyer becomes 


a member of the association, he will wish to govern sales _ 
at the store in such a way as not to create ill will on the — 
part of retail jewelers. If differences of opinion develop — j 
he can, as a member of the association, sit down and talk 
the difficulty over with members of the association and 
arrive at a mutually satisfactory understanding. 

The alert retail jeweler can learn much of benefit tol 
his merchandising program by association with the de 
partment store buyer. There are many benefits which” ; 
will follow a plan of this kind which makes it, in our 
opinion, well worth while. 


Rineny retail jeweler takes pleasure — 
in serving some customers and often wishes that all who ~ 
visit his store conformed to this type. Such a customer | 
knows what he wants, never quibbles about price and — 
while discriminating in his selection of merchandise ~ 
always is sure of his requirements. When he buys an | 
article he is, therefore, satisfied with his purchase and ~ 
leaves behind him a feeling of good will and satisfaction, 

So much for the ideal customer but how about the — 
retail jeweler? How does he impress his customers? 
What does the average customer look for in a retail | 
jeweler? 

First of all he expects a jeweler to know something ~ 
about the goods he sells and to give his customer every © 
possible help. Another quality of importance is patience © 
combined with a friendly attitude. 

The ideal retail jeweler will be neither brusque, irri- 
tatingly over-talkative nor unnecessarily silent. He will 
always be courteous and painstaking in his service. 

The successful retail jeweler possesses the qualities 
mentioned but it is worth while for the average retail 
jeweler to occasionally check up on himself. Answer the 
qualifications honestly and if you measure up to the 
standard you can consider yourself an ideal jeweler. 

It is just as important to take stock of yourself occa- 
sionally as it is to watch your stock of goods in order to 
keep it fresh and up to the current demands. 


be speaking about practices 
in the jewelry trade, a New York jeweler recently ex- 
pressed his opinion regarding a very common practice in 
our industry which has also occasioned criticism from 
other sources. He refers to the practice of appraisals. 

There are legitimate and proper appraisals such as 
insurance and inheritance tax appraisals, he declared, but 
he adds that he considers it improper and unwise for any 
jeweler to appraise or express an adverse opinion regard- 
ing another jeweler’s product. In this we heartily agree 
and believe his opinion deserves the support of the entire 
jewelry industry. 

If a prospective buyer requests the privilege of taking 
any article of jewelry elsewhere for appraisal, the request 
should be courteously but firmly refused. No self-respect- 
ing jeweler should allow another jeweler to appraise his 
product. 

A pre-requisite of every business transaction is confi- 
dence and if confidence is lacking there can be no satis- 
factory business relations. 
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